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Ye Olde Maine Almanac For 1950 





There was an agent named MacLaine 

Who hung by his knees in the vain. 

When the law sawed him down, 

He left his home town 

And remarked, '’ They're more friendly in Maine.” 


“auvansut afi, puv 


Q. What are the 3 comforts of life? 
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PROGNOSTIX __EMBERS from the HEARTH 





eee - Sell — Mutual! You don’t have to hang by your knees to 
asuved Savings Plas find out how friendly Maine folks are! 
= +4 yl ane A For over one hundred years now, our 
Shite Masia, review of agents all over the United States and 
business reveals need Canada have known the Union Mutual ~ 
Business Insurance WE as friendly, capable and progressive people .. 
SPRING - renewed ritality for | providing outstanding protection at com- 
selling Union Mutual P wee petitive rates. We feel friendly, too, because 
se | we enjoy the ___ satisfying business 
of furnishing a kit of sales tools that 
WEDDINGS - Need for “jis unequaled . . and includes Preferred 
Family Income “7 " Risk, Double Protection, os 
VACATIONS - Retirement Endowments, Assis and Term, Sub- 
Plans provide future vacations | Standard, Juvenile, Family Income and 
Mortgage Retirement . . plus Noncancellable 
and Commercial Sickness and Accident, Group 


Union Mutual Double 
Protection Plan sells eastly 





Back to work - ideal Program- 
ming time 


SCHOOL AGAIN - sell Union |and Wholesale. 
Mutual Juvenile Insurance We pride ourselves on the fact that since 


New Homes ready - Mortgage 1848 we have been known as a Com- 
Rerirement protects family pany large enough to provide the best 
Group and Wholesale make fine in protection and sales tools, yet 
Xmas gift s for employees ; small enough to give personal, 


XMAS - Let the season interested service to our agents. 
be Merrie 
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Life Insurance Company 
ROLLAND E. IRISH, President 
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1 Substantial pension benefits at retire- 
" ment age. 


9 Substantial benefits for dependents in 
" event of death before reaching retire- 
ment age. 


3 Liberal hospitalization and surgical 
" benefits; the right to purchase these 
benefits for his wife and children. 


4 Specific benefits in event of total and 


permanent disability before reaching 
retirement age. 


The Great Southern's Agents Benefit Plan 


credits the individual agent with retirement 










annuities on a basis of annual income, plus 
added annuities for extra quality of the paid- 
for production. The amount of such annuities 
plus life insurance are unlimited and the agent 
is not required to retire from active selling 


at 65. 
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HOME OFFICE HOUSTON 1, TEXAS 
















l, 


9). 
3. 
abo 
5, 
©, 


Te 


7. 


J mA 
Pai 
Since 190] 


ADD tem up + + + + 


Life * Accident ¢ Sickness ¢ Hospitalization 


ALL UNDER ONE CONTRACT 


NEW FINANCE PLAN for you to attract career 
men by giving them adequate monthly income. 


TRAINING SCHOOL for your new agents at the 
home office for two weeks. 


DIRECT MAIL prospecting pian which really pulls 
valuable returns for your men. 


RETIREMENT PLAN which gives you a comfortable 
income for life. 


VESTED RENEWALS for you and your family. 


TERRITORY AVAILABLE for you to build your 
agency. 


PROFITABLE ADVANTAGES our new expansion 
program gives you for agency building. 


If You Are Disturbed About Your Future 
Our Builders of Men Plan Will Help You 


ASK US HOW 


GUARANTEE MUTUAL 


LIFE COMPANY 


Omaha, Nebraska 
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ar Restrictions 
sig Topic at 
\duaries’ Meet 


Valentine Howell of 
Prudential Succeeds E. M. 
McConney as President 


By ROY ROSENQUIST 


Of special interest at the annual meet- 
ig of the Society of Actuaries at White 
ulphur Sp ri nes 
was the informa! 
iscussion of prob- 
ms of underwrit- 
g military per- 
onnel and civilians 
the light of war 
azards. 

The best example 
f the effects of 
ssuing limited 
mounts of life in- 
rance without a 
var clause is found 

























Valentine Howell 


fe insurance, 
alph Keffer, actuary of Aetna Life. 
his insurance was limited to $10,000. 
he number of claims listed as not 
ue to the extra hazard of service is 
bout in line with the normal claims 
at would be expected by an insurance 
mpany under normal conditions. 





OFFICERS ELECTED 


President—Valentine Howell, execu- 
tive vice-president of Prudential. 
Vice-presidents — Ronald G. Stagg, 
president Northwestern National, and 
Clarence H. Tookey, actuarial vice- 
president Occidental Life, both re- 
elected; and John R. Larus, vice-presi- 
dent and actuary Phoenix Mutual, and 
William M. Anderson, general manager 
of North American of Toronto. 
Secretary—Henry F. Rood, vice- 
president and actuary Lincoln National 
(reelected) . 
Editor of Transactions—A. T. Bun- 
yan, associate actuary Phoenix Mutual. 
Governors—D. C. Bronson, actuary 
the Wyatt Co.; Helen L. Clark, asso- 
ciate actuary American United Life; 
F. B. Gerhard, vice-president of Pru- 
dential; B. T. Holmes, actuary Con- 
im federation Life; L. J. Kalmbach, presi- 
dent Massachusetts Mutual; Walter 
Klem, 2nd vice-president and associate 
actuary Equitable Society; J. H. 
Miller, vice-president and actuary 
Monarch Life; and Walter Tebbetts, 
Vice-president New England Mutual. 
Next annual meeting—Sept. 26-28, 
1951, Royal York Hotel, Toronto. 
Spring meetings, March 29-30 at Hotel 
Commodore, New York City; May 
22.23, Cosmopolitan Hotel, Denver. 





During the nine years from October, 
im”, to December, 1949, nearly $4 bil- 
bn was paid in death claims, of which 
1/3 billion was due to the extra haz- 
d of military or naval service. If this 
surance had been underwritten by the 
€ companies, the total claims from 
Ice in the second world war beyond 
Ose normally expected at regular pre- 
lum rates would have been equal to 
€ aggregate death claims, ordinary, 
oup and industrial, paid by all the 
. 8. companies during the three years 
42-44 and roughly twice their aggre- 


War Problems 
Committee to 
Meet Soon 


A meeting will soon be called of the 
war problems committee, representing 
life companies, according to R. D. Mur- 
phy, executive vice-president and actu- 
ary, Equitable Society, and chairman 
of the committee. The committee came 
into being largely through efforts of 
the LIAA and the ALC in order that 
planning could be made along the broad- 
est possible lines both to prevent and 
reconstruct bomb damage, physically, 
organizationally and economically. 

At the same time L.O.M.A., which 
has made a survey of its members’ think- 
ing on the same subject, plans to issue 
a report about the end of this month. 
Spokesmen there say that catastrophe 
problems are still foremost in the insur- 
ance business. 


Peter Merialdo Is 
Nev. Commissioner 


Peter Merialdo, the Republican candi- 
date, was elected state controller and 
ex-officio insurance commissioner of 
Nevada. He defeated Jerry Donovan, 
the Democratic incumbent. Mr. Meri- 
aldo was born at Eureka, Nev., in 1899 
and is a local agent there. He has been 
county recorder and auditor since 1922. 
Members of Nevada Assn. of Insurance 
Agents, of which he is a member, were 
very active in promoting his cause. 


Insurer Groups to Testify 
on Excess Profits Tax 
WASHINGTON—The House ways 


and means committee reports Ray 
Murphy, counsel Assn. of Casualty & 
Surety Companies, and representatives 
of American Life Convention, Life In- 
surance Assn. of America, and National 
Board are scheduled to testify on ex- 
cess profits taxation Nov. 18. How- 
ever, A.L.C. and L.I.A. representatives, 
it is understood, will await presenta- 
tion of Treasury proposals and com- 
mittee ideas before deciding definitely 
whether or not to testify. 








gate surplus at the beginning of the 
war. 

“Obviously,” said Mr. Keffer, “insur- 
ance companies cannot assume an ac- 
tual war risk at present premium rates 
upon any considerable volume of busi- 
ness. The question is how shall the 
hazard be avoided?” 

According to A. L. Joyce, Connecticut 
General, the practice of issuing limited 
amounts of life insurance without a war 
clause to members of the armed forces 
on active duty involves the acceptance 
of risks not contemplated in the rate 
structure, and the major problem of 
war underwriting is to develop pro- 
visions which will maintain equity be- 
tween existing and future policyholders. 
Since the life insurance industry has 
been unwilling to have permanent war 
exclusions, it would appear that there 
is no ideal solution. 


Lists Major Hazards 


E. A. Dougherty, actuary Union Cen- 
tral, highlighted the major war prob- 
lems as the mortality experience under 
business presently in force; the possible 
destruction of assets; and the mortality 
experience under new business. No 
ready solutions are available for the 
first two, but something can be done 
with the third. He ruled out the extra 
premium method as being impractical, 

(CONTINUED ON PAGE 30) 


Deadlock Develops 
Over Substitute 
For NSLI Cover 


WASHINGTON — Government ex- 
perts close to the picture developing 
with respect to veterans’ insurance pro- 
tection have about reached the conclu- 
sion there will be no agreement reached 
on a bill for consideration by the House 
veterans affairs committee. 

This is becoming evident as a result 
of three meetings recently of members 
of the committee’s staff with govern- 
ment officials and representatives of 
veterans’ organizations and conferences 
with Eugene M. Thoré, general counsel 
Life Insurance Association, Gordon Mc- 
Kinney, actuary National Assn. of Life 
Underwriters, and others. 

The staff's “committee print” draft 
bill is being redrafted because its pro- 
visions did not satisfy various people 
consulted, 

Alternatives Suggested 


If, as now seems probable, no agree- 
ment is reached, the staff contemplates 
submitting three or possibly four alter- 
native drafts for consideration of the 
committee. These possibilities are: (1) 
a continuation of National Service Life, 
with some modifications; (2) a gratui- 
tous survivors indemnity plan; (3) a 
group plan along the line of a sugges- 
tion from the general accounting office, 
and (4) what is known as “Plan A”, also 
submitted by the general accounting of- 
fice, providing for a clean-up job on 
NSLI. 

Hearings are contemplated on what- 
ever plans or drafts the staff submits. 
Meanwhile, if Congress does not meet 
before Nov. 27, further conferences will 
probably be held in an effort to dissolve 
the deadlock over NSLI-substitute legis- 
lation. 


Pingree Acting 


Vt. Commissioner 
MONTPELIER—Albert D. Pingree, 


deputy commissioner of insurance, Mon- 
day was appointed acting commissioner 
of banking and insurance in Vermont 
to fill the vacancy left by the resigna- 
tion of Donald A. Hemenway. The lat- 
ter departed Wednesday to become 
vice-president and agency director of 
Postal Life & Casualty of Kansas City. 
Gov. Arthur made the appointment of 
Mr. Pingree which probably will hold 
until Governor-Elect Lee Emerson 
takes office in January. 





Set Jan. 8 as Date for 
Trial of Omaha Dispute 


A trial date of Jan. 8 has been set 
for trial of the action by the group of 
policyholders of Mutual Benefit H. & A. 
in Douglas county district court, 
Omaha, to restrain that company from 
paying $23%4 million for the stock of 
its affiliate, United Benefit Life. Judge 
Chase will preside. 

For the past 24%4 months the attorney 
for the policyholders, Abraham  L. 
Pomerantz, New York, has been taking 
depositions from C. C. Criss, chairman 
of United Benefit Life, his wife, Mabel 
Criss, and N. L. Criss, treasurer, in ad- 
dition to the officers of both companies. 
Legal proceedings have been under way 
at Omaha and New York. 

The policyholders contend basically 
that Mutual Benefit H. & A. put United 
Benefit Life in business in 1926 and 
that the company therefore, should not 
have to pay anything for the stock of 
the affiliate. 


LIAMA ‘Experience 
Meeting Makes a 


Hit with Members 


Anderson of John Hancock 
Named President: 600 
Attendance Sets Record 


By ROBERT B. MITCHELL 


Accounts by agency executives of 
successful experience with techniques 
developed by f 


L.I.A.M.A. were 
the main feature 
of the L.I.A.M.A. 


annual meeting in 
Chicago this week. 

In recent years 
the program has 
largely been de- 
voted to having 
L.I.A.M.A. staff 
members review 
new procedures in- 
troduced or im- 
proved during the 
preceding year. 
Now that these 
techniques have been widely introduced, 
it seemed like a good idea to the pro- 
gram chairman, D. Bobb Slattery, vice- 
president of Penn Mutual, and his com- 
mittee to let some of the “converts” 
tell how these new procedures were 
working out. 

Judging from the attendance, a new 
record of more than 630, members liked 
the idea, too. The well attended ses- 
sions evidenced the popularity of the 
program. The enthusiasm of the com- 
pany speakers will undoubtedly prove 
to have been infectious and go far in 
further popularizing L.I.A.M.A.-de- 
veloped techniques. 


Mr. Anderson’s History 


Olen E. Anderson, vice-president of 
John Hancock, was elected president- 
He has been with the Hancock nearly 
30 years. He started as an agent at 
Philadelphia and after broad  ex- 
experience in the field and during which 
he served as regional district manager 
for Greater New York and district man- 
ager at New York City, he went to 
the home office in 1940 as superinten- 
dent of agencies. He became 2nd vice- 
president in 1943 and vice-president in 
1945. 

New directors elected included R. E. 
Fuller, vice-president of Equitable Life 
of Iowa; W. Rankin Furey, vice-presi- 
dent of Berkshire; Grant L. Hill, vice- 
president of Northwestern Mutual, and 
M. K. Kenny, general superintendent of 
agencies, Excelsior Life. 

The meeting got under way Tuesday 
noon with a fellowship luncheon at 
which Sam E. Miles, L.I.A.M.A. presi- 
dent and vice-president of Provident 
Life & Accident, presided. There were 
greetings from Manager Philip J. 
Weber of the Edgewater Beach hotel, 
where the meeting was held, introduc- 
tion of the L.I.A.M.A. directors, and a 
talk, “The History of the Future,” by 
Dr. J. Philip Wernette of the Uni- 
versity of Michigan school of business, 
which is reported elsewhere in this is- 
su 





oO. E. Anderson 


e. 
That afternoon there were talks by 
Mr. Miles and a forum on current prob- 
lems, the participants being Charles J. 
Zimmermann, associate managing di- 
rector of L.I.A.M.A., who was chair- 
man; H. R. Glenn, associate general 
(CONTINUED ON PAGE 29) 
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Economist Tells LIAMA Why He Believes 
Prosperity Can Be Made Permanent 


In 50 years the United States can ex-ing the gadgeteers that we are, are al- 


pect to have a population of 221 million 
with an average family income of about 
$10,000 a year, according to Dr. J. Philip 
Wernette, noted economist, who ad- 
ressed the opening fellowship luncheon 
of L.I.A.M.A.’s annual meeting. 

Dr. Wernette is professor of business 


administration at the University of 
Michigan. 
The explanation for this growth in 


population and income, he said, lies in 
a combination of factors: a continuing 
efficiency in the training of our labor 
force, increased skill in management, a 
very considerable increase in the quan- 
tity of capital goods employed in the 
production of other goods and services, 
and perhaps most significant of all, a 
tremendous technological development. 

“We are going into a period of the 
fastest technological development which 
has ever been known in the world,” he 
said. “Some future historian may indeed 
label the period into which we are now 
moving as the second industrial revolu- 
tion.” 

Dr. Wernette urged the life insurance 
officers in his audience to take an opti- 
mistic view of the nation’s future. 

“The world situation is disturbing, to 
put it mildly,” he said, “but the elements 
of courage and progress that exist in 
the American system will provide 
strength to meet world problems and 
the basis for a better and richer life for 
our people in the decades ahead. 

“One of the things which I think we 
can count on for the future with cer- 
tainty is much better homes. The aver- 
age family in another 50 years, and par- 
tially so during the closer decades ahead, 
will be able to afford to put two or three 
times as much money into a home as to- 
day's average family can.” 

Other Wernette predictions were the 
conquering of illness and the disappear- 
ance of the automobile, which will be 
replaced, he believes, by helicopters or 
some other type of aircraft. 

“What of the communist system dur- 
ing this same period?” he continued. 
“May not the soviet union with a suc- 
cession of five year plans catch up with 
us and even pass us as the proponents 
of the planned economy would have us 
believe? I think there is not the slight- 
est possibility of their catching up with 
us or coming anywhere near to us. In- 
deed I think the soviets will be doing 
very well if, in the next 50 years, they 
succeed in raising the average real 
standard of living of Russian families by 
as much as 50%. Today the average 
Russian family has a real income and 
purchasing power equivalent to about 
$700 a year as against $4,000 in the 
United States. If this forecast is cor- 
rect, 50 years from now, the average 
Russian family will have an income of 
only $1,000.” 

Dr. Wernette was emphatic in his 
statement that the communist system 
inherently is not so efficient as the pri- 
vate enterprise system for maintaining 
progress and a steadily increasing stand- 
ard of living. 

Contrasting the atmosphere in which 
new advancements are received in a 
police state with America’s encourage- 
ment of technological advancement, he 
pointed to cooperative research carried 
on by American industry and “the way 
in which it is continually bearing fruit.” 

“In the United States there are lit- 
erally millions of places where innova- 
tions can be developed, tried and experi- 
mented on without getting the permis- 
soin of any commissar and without the 
danger of losing more than one’s pock- 
etbook, certainly not one’s neck,” he ob- 
served. “There are in the United States 
nearly 5 million farmers and nearly 6 
million business and professional men 
and organizations, in addition to educa- 
tional institutions and other centers of 
research and inquiry. 

“Every single one of these men and 
organizations is a place where some- 
thing new can be tried. Americans, be- 


Ways trying something new. It is out 
of this enormous, widespread series of 
wellsprings of progress, that American 
progress has come and is going to con- 
tinue to come.” 

Dr. Wernette warned that progress in 
the United States could be slowed down 
or stopped by war. Other factors, he 
said, could also interfere with potential 
progress. 

“Labor-management relations are a 
possible danger to progress. I am dis- 
posed to think they’re better today, how- 
ever, than we realize. There is growing 
up a new generation; on both sides are 
people who are resolved to make collec- 
tive bargaining work, and they’re doing 
it.” 
Another danger he named as “creep- 
ing collectivism.” 

“Public opinion polls have repeatedly 
shown that the American people are 
overwhelmingly opposed to collectivism 
in any form and are equally strongly in 
favor of the private enterprise system,” 
he said. “And yet there remains the 
danger that by taking a series of steps, 
each small and insignificant in itself, the 
private enterprise system might be 
nibbled away to the point where it 
would cease to be effective. 

“What are some of the ways in which 
this might happen? One way is by too 
much government spending and taxing, 
thereby weakening the incentives neces- 
sary to the private enterprise system. 
Federal, state, and local taxes today 
take 25% of the national income. That’s 
too high for peace time; except, of 
course, that we’re not at peace. Any sub- 
stantial reduction in this figure must de- 
pend primarily upon being able to re- 
duce the large amounts spent on na- 
tional defense and aid to veterans, on 
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YOUVE GOT TO LOVE IT! 


The saddest thing in life is to be unhappy in your work, 
because your work is your life. Yet millions of men and 
women drag themselves through 40 hours or more of hateful 
work every week — just because they happened to get in 
the wrong business and haven’t got the gumption to quit and 
go out after the kind of a job they'd really enjoy. 


It’s like going through life with a millstone tied to your neck, 
and with a sharp knife in your pocket, but lacking the sense 


or strength of character to cut the rope. 
If you're in the life insurance business — but hate to make 
calls — hate to meet people — hate to work overtime — 


you're in the wrong business. Get out of it! 

No matter what your line is — if it’s all work, all drudgery 
— get out of it! You've got to be happy in your work to make 
a success. You've got to love it! 


When you get the right job (or the right attitude!) it isn’t 


assistance to foreign governments, and 
to a smaller extent on a reduction of 
such items as subsidies and, that great- 
est of all the pork-barrel items, the 
rivers and harbors bill. 

“There are, as we all know, political 
difficulties in the way of all these reduc- 
tions, and they can be achieved only if 
we as citizens, as we insist upon econ- 
omy, are willing to accept economy even 
when reductions in governmental out- 
lays impinge upon us. 

“A second factor in this process of 
creeping collectivism would be an ex- 
cessive development on the part of the 
citizenry of a ‘gimme’ philosophy and 
a parallel expansion of the ‘hand-out 
state’—processes which would weaken 
personal self-reliance and _ individual 
initiative.” 

A third point in this composite, said 
Dr. Wernette, would be a development 
of excessive government regulation 
(which already has gone far) putting the 
private enterprise system increasingly in 
a strait-jacket until it ceases to be able 
to function. 

A fourth possibility would be im- 
proper government competition with 
private enterprise. Government enter- 
prises having the apparently bottomless 
purse of the taxpayer can easily present 
improper competition to private enter- 
rise, endangering its functioning and its 
success. 

Finally, the private enterprise system 
could be seriously injured by a decline 
in the spirit of progressive enterprise. 
One of the most important factors in 
England’s troubles is the decline in the 
spirit of enterprise, which began in Eng- 
land many decades -ago. During the 
period of the industrial revolution, Eng- 
land was the most energetically progres- 
sive nation in the world. Later on, 
something happened to the spirit of 
English enterprise. 

“T see little or no sign of this occur- 
ring in the United States,” said Dr. 

(CONTINUED ON PAGE 15) 
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SURPRISE TO SOME 
Indiana Managers 
Committee Backs 
Qualification Law 


In what was considered by some 9 
servers as an unexpected development; 
the Indiana discussion of an agents g 
amination law, the president’s comm 
tee appointed by the Indianapolis Gy. 
eral Agents & Managers Assn y 
recommend to that group the stand # 
should take in the question, present 
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a resolution at the association’s meetiyf WASH) 
last Friday calling for the adoption g he interna 
such a law. | ; ae 
The committee’s resolution was gggprust divisi 
however, acted upon by the meeting jor advice, 
being moved and passed that the menfnyolving ( 
bership should have more time to ¢o, . Y 
Me - “M@han in cas 
sider the recommendation. The motiof | _ 
also called for copies of the resolutiggf" by ane 
to be submitted by mail to all membenfection 165 
and then voted upon at a special mee, mployer’s ¢ 
ing after the first of the year. ust or ant 
Gives More Time for Study nder a def 
> , J 1 
The action to give members mor Longe 


chance to study the resolution was a 
proved by H. J. Peirce, Massachusett 
Mutual, Indianapolis, who sat in on th 
meeting as an invited observer to rep 
resent unofficially the attitude of th 
Indiana Life Underwriters Assn, o 
which he is president, and of the Ind 
ana Leaders Club, of which he is 
member and past president and whieh 


roup perma 
meluding a 
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act”. 
“However, 
jents unde 
ubject to s} 
ract and ar 
dministrati 
rovided for 
re taxable 
































































is an affiliate of the state association, Js if provide 
The resolution introduced calls foger section 

’ ions of sec 

the managers’ group to recommend th; is sal 
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the state association that the legis 
ture pass a statute requiring life insu 
ance agents to submit to and pass 
written examination administered by th 
state insurance department before b 
ing permanently licensed. A temporary 
six-months’ permit to sell would & 
issued on application, but a permanen 
license would be granted only if th 
written examination were satisfacto 
completed within 60 days of date ¢ 
issuance of the permit. 


Only Two Attempts 


Under the recommended statute, 
individual would be allowed more tha 
two attempts to pass the examinatio 
and no individual could be issued mo 
than one temporary permit in his lif 
time. 

An agents’ examination law has bet 
an open discussion in Indiana since # 
Leaders’ Club passed a resolution 
its annual meeting last spring requ 
ing the state association to recommeét 
passage of an examination law tot 
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out the opinion of all interested grou 
Invited to the meeting, held in Indian 
polis and reported in the Oct. 20 188 
of THE NATIONAL UNDERWRITER, We 
representatives of the state associati 
the Leaders’ Club the Indianapolis mé 
agers, the Indianapolis association, # 
Indiana Assn. of Legal Reserve 1! 
Insurance Companies, chairmen of # 
legislative committees of all ¢ 
groups. and individual representatives! 
most of the domiciled home offices. 
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It was the consensus of that meeti@gfy les. is 
which was termed a “rump parliameypical inate 
and did not consider that it had auth@ent income 
ity to do anything except express MS's ander 
opinion, that most of the objection) (;) (5)! 
practices to which the Leaders’ O@jan of an em 
pointed as evidence of the need for Ineceion 1 
examination law were a_ matter he tang the 
morals which could not be tested by ¥ the insure: 
examination. It was, therefore, the pgpt the empl< 

ownershi 


vailing opinion of the meeting that 
tensive study should be given to st4 
other than a change in the law, Wi 
would eliminate objectionable field @ 
recruiting practices. It suggested 
appointment of a joint committee 
(CONTINUED ON PAGE 15) 
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he internal revenue bureau pension 
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t the menfyolving (1) compensation paid other 
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han in cash, (2) taxability of distribu- 
ion by an employes’ trust exempt under 
ection 165 (A), and (3) deductions for 
mployer's contributions to an employes’ 
ust or annuity plan and compensation 
nder a deferred payment plan. 

Under (1), ruling PS 65 holds mimeo- 
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roup permanent life insurance contract, 
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so much of a premium paid by the em- 
loyer as is applied to provide life in- 
urance protection for an employe under 
uch a group insurance contract is re- 
uired to be included in the income of 
e employe for the year in which so 
pplied in the same way as would be re- 
uired if the premium were paid by an 
mployes’ trust from contributions of the 
mployer or earnings thereon.” 
To determine the portion so applied 
yr current term insurance protection, 
niform term premiums may be used as 
ovided in PS No. 58 revised. 
If any value under such a contract is 
pplied to provide for an employe paid- 
p continued insurance under the con- 
act or continued insurance outside the 
pntract, PS 65 says, “Such value then 
pses its previous status as a reserve for 
tirement benefits as to which inclusion 
income has been deferred and the 
ount thereof less any prior contribu- 
ons of the employe applicable thereto 
xclusive of contributions applicable to 
lor insurance protection) must be in- 
uded in the income of the employe for 
e year in which it is so applied.” 
If an employe dies before retirement 
come is payable to him under such a 
mtract, amounts received by the em- 
oye’s beneficiary ‘which are attribut- 
ble to the reserve under the contract 
the time of death less any considera- 
On paid by the employe,” are required 
+m be included in the beneficiary’s in- 
pme, However, any amount already in- 
uded in the employe’s income in ac- 
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Munnerlyn Goes All Out 


for New Interview Guide 


The new Selection Interview Blue- 
print developed by L.I.A.M.A. and field 
tested by American General will help 
managers do a better job than anything 
available before in answering the ques- 
tion, “Ie this man for me?” Vice-presi- 
dent Ford Munnerlyn of American Gen- 
eral declared at the Wednesday after- 
noon session of the L.I.A.M.A. annual 
meeting. 

“The new blueprint and the Aptitude 
Index go together just like ham and 
eggs,” he said. 

Scheduled to be introduced for regu- 
lar field use Feb. 1, 1951, the Selection 
Interview Blueprint is the latest selec- 
tion aid developed by the L.I.A.M.A. 
It will replace the Interview Guide and 
Experience Record used by member 
companies for many years. 

“The Aptitude Index is designed to 
do only one thing, and that is to tell 
you the man you do not want to con- 
sider,’ Mr. Munnerlyn pointed out. “I 
emphasize this because I am sure that 
many of your managers, like ours, are 
prone to overlook a lot of things when 
they see an A grade on the Aptitude 
Index. 


Interviewing Is an Art 


“We all know there is no substitute 
for the good judgment of our managers, 
but interviewing is an art few people 
can do properly. It is unlikely that we 
could invest the time and money neces- 
sary to make each of our managers ex- 
pert interviewers, even if we knew how. 
The new Selection Interview Blueprint 
is designed in such a way that the man- 
ager will spend his time asking probing 
questions. By so doing he will lead the 
prospective agent to talk about himself. 
The manager's thinking will be stimu- 
lated, encouraging him to dig deeper 
for the important information that he 


needs to do a thorough selection job.’ 

In describing the new selection de- 
vice, Mr. Munnerlyn said that it elimi- 
nated considerable duplication of effort 
in the actual recording of information 
about the prospective agent under such 
headings as age, number of dependents, 
amount of insurance owned. He said 
that the blueprint contained a complete 
letter of transmittal, budget require- 
ment, financial statements and all the 
other necessary information to be sent 
to the home office all on one page. 

In addition, “the new blueprint will 
also bring more information about the 
prospective agent’s market and his pros- 
pecting potential than anything we have 
ever had before,” he said. 


Tells How It Works 


In telling of the actual use of the 
blueprint, Mr. Munnerlyn explained 
how it could best be used. He said that 
no manager can hope to do a good job 
with the device unless he studies it and 
understands how the questions fit the 
purpose; realizes that his active interest 
and alertness in seeing dangerous spots 
and pinning them down is a must; pro- 
vides the right, casual, confidence- 
building atmosphere for the applicant; 
has the self-control to “shut up and let 
the applicant talk; practices with it a 
few times to get the “feel of the track.” 

“The first reaction of our managers 
was that the Selection Interview Blue- 
print is too complicated,” said Mr. 
Munnerlyn. “We got exactly the same 
reaction when the new Aptitude Index 
was introduced, but now giving the Ap- 
titude Index is routine. The Interview 
Blueprint is not complicated at all. 
After completing three or four and be- 
coming familiar with the procedure, it 
too will become routine. In my opinion, 

(CONTINUED ON PAGE 32) 
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Prospects Unlimited 


Elizabeth S. Mowatt, of our Pomeroy Agency in 
Miami, speaking at a Regional Conference, emphasized 
the idea that prospecting should go on at all times. She 


“As a youngster they used to call me the gadabout. 
Now they refer to me as a good prospector.” She pointed 
out that the purchase of the watch on her wrist brought 
| her an application for $25,000. 

this jeweler life insurance,” 

sation centered on his son who had been invalided. Buy- 

ing the frock I wear resulted in the placing of a part- 
| nership case for $10,000 on the lives of the owners of 
| the dress shop one of whom was anxious to protect the 
| interests of her son in the business in the event of her 
death, and she asked me how this could be achieved 
through life insurance. I bought a quart can of paint, 
and last month placed a $20,000 partnership case on 
the owners of the paint company. One partner had a 
$20,000 paid-up policy; the other partner had a $5,000 


“T stopped at the market and bought a dozen oranges. 
The lady who waited on me mentioned that her husband 
| had recently died and left no life insurance. Her son, 

age 37, stood near by. An exchange of ideas followed. 
travel bureau to ask the fare to 
Havana. A discussion with the young lady in charge led 
to a dinner appointment with her and her husband, and 
last week I placed $5,000 on his life.” 





THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President | 


INDEPENDENCE SQUARE, PHILADELPHIA 


“T didn’t intend to sell 
she said, “but the conver- 

















N. Y. State Unit 
Will Carry Ball 
on 213 Revision 


Pick Dates for Annual 
Sales Caravan, Saratoga 
Managers Meeting 


The New York State Life Under- 
writers Assn. will undertake a thorough 
grass roots campaign in support of re- 
vision of section 213 of the New York 
law during the 1951 session of the legis- 
lature. Members 
will be asked to 
help locally to get 
the revision passed. 
The decision was 
taken by delegates 
at the fall meeting 
of the association 
at Bronxville. 
George P. Shoe- 
maker, New York 
City general agent 
of Provident Mu- 
tual and head of 
the association, pre- 
sided. 

The New York 
state association will be required to 
carry the ball for N.A.L.U. in getting 
the legislation through. There is con- 
siderable hope that the legislation can 
be worked into final form for the winter 
session of the legislature. 

Spencer L. McCarty, Provident Mu- 
tual, Albany, executive-secretary of the 
association, who has done extensive 
research on the statute, will direct the 
campaign. Companies and agents coun- 
trywide are interested in the change. 

The association decided on Feb. 16-17, 
1951, as dates for the annual managers’ 
meeting. It will be at the Hotel Gideon 
Putnam in Saratoga. Harry Krueger, 
general agent of Northwestern Mutual 
in New York City, is chairman. 
Prepare Sales Caravan 


The dates for the annual upstate sales 
caravan being arranged by Fred White, 
general agent of Massachusetts Mutual 
at Buffalo, were announced as Schenec- 
tady, May 15; Buffalo, May 16, and 
Syracuse, May 17. The annual meeting 
will take place at Syracuse, May 18. 

Two of the speakers already signed 
for the sales caravan are Stanley E. 
Martin, general agent of State Mutual 
at Dallas, and Mildred F. Stone, director 
of policyholder service of Mutual Bene- 
fit Life, who is well known for her 
writings on better life insurance letters. 

The delegates also completed consid- 
erable spadework on routine association 
problems. 

Frank Wenner, Connecticut Mutual, 
Utica, was appointed chairman of the 
nominating committee. 

David B. Fluegelman, Northwestern 
Mutual, New York City, secretary of 
N.A.L.U., discussed activities of 
N.A.L.U. at the luncheon and proffered 
several sales ideas. Mr. Fluegelman was 
both host and guest at the Westchester 
meeting as he is a dues-paying member 
of both the Westchester and New York 
City associations. 

Henry A. Deppe, Massachusetts Mu- 
tual, White Plains, president of the 
Westchester association, represented the 
host association, which held a reception 
for the delegates at the conclusion of 
the meeting. 

The association recorded its objec- 
tions to expansion of so-called associa- 
tion type group cases where there is no 
employe-employer relationship. 


G. P. Shoemaker 


Prudential has negotiated 200 mort- 
gage loans aggregating $1,424,000 with 
South Carolina real estate owners and 
developers. 
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Holeodilee Urges Agency Officers to Be 
Generals in Fight Against Inflation 


Inflation can undermine the founda- 
tion upon which life insurance rests— 
confidence in the 
future, Managing 
Director John Mar- 
shall Holcombe, 
Jr., declared at the 
concluding session 
of the annual meet- 
ing of the L.LA.- 
M.A. He told the 
life agency officers 
it was their respon- 
sibility and that of 
their agents to edu- 
cate the public to 
the dangers of in- 
flation. 

“Our citizens 
need more knowledge about inflation be- 
cause, in our type of government, the 
control of inflation can rest ultimately 
only with the great mass of our people,” 
Mr. Holcombe said. “Nations and indi- 
viduals have always been reluctant to 
check the forces of inflation. Inflation is 
as subtle and devastating as an opiate, 
and the more we have of either, the 
harder it is to resist its destructive pleas- 
ures. 


J. M. Holcombe 





“Inflation strikes most heavily against 
those who live on fixed incomes, which 
in most cases have resulted from former 
savings,” Mr. Holcombe declared. 
“Those people are the most helpless to 
find any way to offset the drop in pur- 
chasing power. Their only recourse 1s 
to cut their standard of living, often 
drastically.” 

Mr. Holcombe discussed the causes of 
inflation by pointing to the basic fact 
that the government is spending more 
money than it takes in. The result is a 
decline in the purchasing power of the 
dollar, and in turn the desire to save 
money is diminished. There is also a 
lowering of the desire to work since 
leisure could come to be regarded as 
more desirable than work compensated 
by something whose value is steadily 
going down. 

“It is to you, as agency officers, that I 
would bring my deep conviction that at 
this particular time, your influence as 
agency officers can be a potent factor in 
bringing our citizenry a knowledge of 
what inflation is already doing and what 
it portends for the immediate future,” 
said Mr. Holcombe. 

“The more an agency officer under- 
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stands the elemental facts about infla- 
tion, the greater can be his influence on 
his field force. I am not unmindful of 
the fact that your field men have as their 
primary job the selling of life insurance. 
I am not suggesting to you that you are 
going to indoctrinate them with eco- 
nomic theory. All that I suggest is that 
you can equip them to discuss inflation 
with the public casually and moderately, 
but wisely and persuasively. You and I 
know from experience the influence 
which our agents daily exert on the 
thinking people in every walk of life in 
our two countries. 

“Your agents are serving as the best 
known antidotes for inflation by selling 
more life insurance. The falling value 
of the dollar makes this imperative, and 
I do not doubt that all of you have been 
doing your best to persuade your agents 
of this fact. Not only can your policy- 
owners buy more life insurance and thus 
create an individual bulwark against in- 
flation, but they can help to maintain the 
value of what they are buying by under- 
standing the significance of the infla- 
tionary situation in which we now find 
ourselves.” 


Individual Is Key 


“The only possible way to combat in- 
flation is through the individual citizen; 
first, to make each of them practice real 
self-control; second, to make each one 
realize the necessity for curbing all non- 
essential government expenditures, 
through cutting essentials to the bone. 

“We are headed into a storm, a storm 
which will demand self-denial. The task 
ahead is to forego non-essentials, to ac- 
cept a more austere form of living, to 
abandon the prevalent effort to get 
something for nothing, to give up lux- 
uries, to create understanding and un- 
selfishness. If that seems Utopia, I say 
that at such a time as the present, noth- 
ing short of such an attitude seems 
worthy of so humanitarian a business as 
life insurance.” 

Without attempting to recite all the 
things the students of inflation believe 
are needed at this time, Mr. Holcombe 
mentioned these: It is widely agreed that 
credit expansion should be checked by 
raising interest rates and limiting con- 
sumer credit—that the supply of money 
should be controlled—that taxes must be 
raised—that reduction of waste in all 
government activities, both military and 
otherwise, must be achieved. In recent 
weeks, there have been encouraging 
steps taken in some directions, especially 
in regard to consumer credit, he said. 
The protests against them give hope 
that they are effective. 

“You and I know that the only influ- 

ence that can bring this about is the 
great group of our citizens—the com- 
mon people,” he said. “It is to them 
that the life insurance business—and es- 
pecially the agents—can bring the truth 
about inflation. 
_ “Saving is being attacked on all sides. 
Our responsibility always is to put it on 
the offensive. The government says it 
is patriotic to buy bonds. It is equally 
patriotic to buy life insurance. Both are 
acts of saving instead of bidding for 
goods already in too great demand. Both 
thus have the same benign influence in 
exactly the same way. Life insurance 
has a unique character which we some- 
times fail to stress adequately. The earn- 
ing power of many men climbs with in- 
flation. But the only means to protect 
that earning power is through life in- 
surance. 

“You will be better citizens when you 

use your position to oppose the cancer 
of inflation. You must be honest with 
yourself. Are you fighting inflation 
yourself by genuine self-control—control 
that hurts? 
_“You all know that Russia wants noth- 
ing so much as our financial collapse. 
That is the cheapest victory they could 
win. Most of us will not don a uniform, 
but we can serve our country by finding 
new ways to spread the knowledge 
about inflation.” 

Mr. Holcombe paid tribute to the 
growth of the agency officer’s job during 
the last 20 years. The sales management 
phase of the life insurance business, he 








Washington UCD 
Bill Is Smothered 
in 3 to 1 Vote 


Returns from all but a few preg; 
show that in the Nov. 7 election 
voters in Washington overwhelmip 
defeated the proposed state unemp| 
ment compensation disability law py, 
margin of 440,491 against to 184,017 j 
An analysis of the returns indicate ¢}, 
every legislative district in the g 
voted against the UCD law. 











agents in cooperation with Washing 
Life Underwriters Assn., several dome 
tic companies, principally Northern Lil 
of Seattle, and the local doctors, 
Last minute help came in the form 
an active campaign against the referey 
dum by the joint council of teamste 
This represented a split in the li 
ranks, since the state federation of labd 
was the original sponsor of the measur 
E. H. O’Connor, managing director g 
Insurance Economics Society, wh 
stumped the state for three weeks mi 
ing 18 talks against the bill, said th 
the vote should have a powerful eff 
on the actions in other states whe 
similar measures may be _ introduce 
This was the first time that the vote 
have had an opportunity to expred 
themselves on pay check deductions led 
islation and the result was decisive, | 


Hearing Held on Bills That 
Cal. Department Proposes 


LOS ANGELES—The 18 propos 
measures the California departmed 
plans to have introduced at the | 
legislature were taken up at a hears 
here with Commissioner Downey pr 
siding. J. P. Maloney, H. A. Benjani 
and Frank Fullenwider of the depar 
ment staff outlined the scope of t 
bills. 

A bill regarding life agent only a 
life and disability agent licenses ded 
largely with disability insurance in jj 
contracts supplemental to the life p 
visions of the policy. It was writt 
largely from the N.A.I.C. recommend 
standard provisions law. It was ; 
proved after deletion of the words, ‘ 
dismemberment or loss of sight” | 
accident. 

A measure to require that divider 
or refunds on any policy be decla 
by the directors or governing body 
an insurer before they can be paid m 
strenuous opposition on the part of Ri 
ert Walker, head of the group depa 
ment of Pacific Mutual Life, 
Vice-president J. T. Blalock of Pati 
Indemnity. It was suggested that # 
bill would meet requirements of ¢ 
Patman act. 

Most of the other bills were accepi 
without opposition, minor changes be 
made in some of them. 











Ohio Caravan Congresses 


Ohio Assn. of Life Underwriters 
making plans for a series of cafa 
sales congresses in February and Mat 
at Ashtabula, Canton, Chillicothe, 
Liverpool, Findlay, Painesville, 1 
caster, Newark, Lima, Mansfield, Mari 
Zanesville, Portsmouth, Springfd 
Steubenville and Warren. W. He 
Blohm of Cincinnati is sales congt 
chairman. The association will hold 
annual meeting at Akron May 18-1! 








said, has grown in prestige and imp 
tance because of the progress that! 
been made in this field. 

“The broadened concept of the agt# 
officer’s job has brought you respons! 
ities never even considered 25 4 
ago,” he said. “I have great faith 
your accomplishments in. the future 
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“We think he’s about to come 
up with a million dollar idea.” 


Many employers have large sums of money invested in key workers— 
designers, foreign representatives, scientists—men who are extremely valuable 
to the firm because of highly specialized knowledge. 


The sudden loss of such a man’s productive effort, due to death, means a 
large capital loss to the employer, possible wage dollar loss to other employees, 
and the added expense of experimenting with and training a replacement. 


As an alert insurance producer, you can readily appreciate the value of 
protecting employers against such losses. As business men, your employer clients 
will be glad to learn that through Travelers Business Life insurance they can 
protect their firms against the often disastrous loss of an uninsured Key man. 


For further information on this important form of Business insurance, 


call or visit the nearest Travelers Life office. 


THE TRAVELERS INSURANCE COMPANY 


Hartford, Connecticut 
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Thore Tells How to Win 
Friends in Washington 


Eugene M. Thoré, general counsel of 
Life Insurance Aven at the annual 
meeting of L.ILA M. A. in Chicago 
stated that the increasing national legis- 
lative activity of the life insurance busi- 
ness cannot be carried on by Washing- 
ton representatives alone, but depends 
for ultimate success upon the coordi- 
nated effort of every segment of the 
business. He told his hearers that 
sooner or later at least some of them 
would be called upon tu go to Wash- 
ington to perform some service in be- 
half of the business. Against such a 
call, Mr. Thoré offered some tips on 
how results are achieved before a con- 
gressman or government official. High 
pressure tactics rarely achieve results 
and frequently do harm, he said, term- 
ing it best to stick to the following 
rules: 

“We should not leave the impression 
that we are trying to sell him a bill of 
goods. To the contrary, our function 


ever, that we should sterilize our powers 
of persuasion. 

“Our presentation must be brief to 
show that we realize and appreciate the 
many demands on his time. The short 
presentation also demonstrates that we 
have come well prepared. It is also the 
best possible recommendation for an- 
other interview. Anyone who fails to 
recognize the importance of brevity will 
find it increasingly difficult to make 
future appointments.” 

In connection with 
fore congressional committees Mr. 
Thoré commented: “Regardless of how 
we might feel about an issue and even 
though we know that some members 
of a congressional committee entertain 
a completely prejudiced view on the 
subject, generally, we cannot afford to 
demonstrate by word or action our lack 
of respect for the committee or anyone 


appearances be- 


on it. We must avoid an attitude of 
belligerency or one which will invite 
attack,” he declared. 





is advisory. We are trying to help him He said that as simple as this rule 
decide some particular issue which is may seem, it is not always applied in 
before him. This does not mean, how- Washington and recited how painstak- 
me 
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Fifty-Seventh Year of 


Dependable Service 


* The State Life Insurance Com- 
pany has paid $170,000,000 to 
Policyowners and Beneficiaries 
since organization September 5, 
1894... The Company also holds 
5,000,000 
their benefit . . . Policies in force 
number 102,000 and Insurance in 
force is over $209,000,000 .. . The 
State Life offers General Agency 
Opportunities — with liberal con- 
tract, and up-to-date training and 
service facilities — for those quali- 


Ww 


THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 
e 


MUTUAL LEGAL RESERVE FOUNDED 1894 


in Assets for 
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ing had been the preparation for the 
appearance of the life companies before 
the Senate committee on banking and 
currency which was considering a bill 
to enlarge the activities of the SEC. 
The companies were asking the commit- 
tee to grant insurance companies ex- 
emption from the proposed legislation 
and before the company people ap- 
peared, they used the cooperative ap- 
proach. They got in touch with a num- 
ber of the committee members, 
explained what the testimony would in- 
clude and asked whether there were any 
additional matters that the congress- 
man desired to have covered. As a 
result, at the hearing the committee 
members were obviously friendly and 
a majority favored granting the insur- 
ance business the exemption requested. 

Mr. Thoré described the presentation 
of another witness appearing and asking 
for a similar exemption in favor of an- 
other business. With this gentleman, it 
was obviously a case of cold canvass. 
His arguments were quite similar to 
those of the life insurance companies, 
but he attacked the SEC legislation 
from its inception and intimated that it 
was nothing but regimentation. He 
showed by his manner that he was in 
a fighting mood. The resulting bom- 
bardment he received from the mem- 
bers of the committee was deafening 
and he lost his plea. 


Avoid Glittering Generalities 


Mr. Thoré made the point that there 
is the tendency to try to cover too 
much territory in a statement or to in- 
dulge in glittering generalities. If a 
witness appears before a committee and 
volunteers to criticize the administra- 
tion, for example, he can be sure that 
someone on the committee will 
straighten out the record. He made it 
clear he was not suggesting that it is 
unsound to criticize when it is essential 
to do so. 

Mr. Thoré dealt with the advisability 
of keeping testimony or presentations 
on a shirt-sleeve English basis. He 
said many people have the false notion 
that when they appear in Washington 
they must get out the dictionary. He 
said that preceding insurance testimony 
on the desirability of continuing the 
present exemption for the interest ele- 
ment in death benefit installments, Gov- 
ernor Stassen, president of the Univer- 
sity of Pennsylvania, displayed his aca- 
demic vocabulary and found his verbal 
extravagance costly. As Mr. Thoré re- 
counted it, Mr. Stassen “was trying to 
persuade the committee that the income 
of colleges and universities growing out 
of non-related activities should not be 
taxed as provided in the 1950 revenue 
bill. In discussing college research ac- 
tivities, he claimed that taxwise they 
were on the fringe of the periphery. 
Senator Kerr of Oklahoma, who seemed 
irritated by Mr. Stassen’s large stock 
of words, immediately challenged him 
and there followed an entertaining ex- 
change in which Senator Kerr insisted 
that Governor Stassen distinguish the 
word “fringe” and the word “periphery.” 
Senator Kerr, an artful cross-examiner, 
succeded in making Governor Stassen’s 
choice of a superfluous 25 cent word 
appear quite silly. It disturbed the con- 
tinuity of his testimony. In his effort to 
reconcile the use of both words it re- 
flected on his candor and certainly de- 
tracted from the basic argument that 
was being made. 

Mr. Thoré stated that Washington is 
not the place to gain experience in ex- 
temporaneous speaking. Without ex- 
tensive research in a subject, it is better 
not to make an appearance. Nor is the 
silver-tongued orator or the know-it-all 
very effective. “It is in the area of 
preparation that the staff of your asso- 
ciation and the staffs of other associa- 
tions in the business can make their 
contribution. The spokesman generally 
will be a company official but the suc- 
cess of his presentation may frequently 
depend upon staff research work. Re- 
sults in Washington do not flow from 
glamorous appeals by verbose witnesses, 
but rather depend upon the substance 
of the testimony.” 
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Frederick O. Lyter 
and Edward C. 
Andersen agency 
secretaries; and E. 
A. Starr and Hor- 
ace R. Smith super- 
intendents of agen- 
cies. e 

George F. B. % 
Smith has spent his 
entire business ca- 
reer with Connec- 
ticut Mutual. For four years he 
been vice- -president in charge of age 
cies and in addition to directing agen 
affairs he has also taken part in ott 
phases of company operations. For 
number of years he has participated ; 
the weekly meetings of the finance cop 
mittee and has served on other admiz 
istrative committees. 


Joined Pittsburgh Agency 
sual reaso! 


After graduation from Amherst ; 1 did no 
1925, he joined the Pittsburgh ageng - by th 
making an outstanding record as agen a Ith ages 
supervisor and personnel director, an os tionnai 
in 1929 went to the agency departme’® and 
as agency assistant and later becomin od wer! 
assistant superintendent of agencies, a eh rs. T 
sistant vice-president, and 2nd vice-pres og 
ident, before becoming vice-president j on sgli 
charge of agencies in 1946. He is ets an 
C.L.U. and president of the Hartforl basized. * 
Better Business Bureau and has serve slight diff 
as vice-chairman of the West Hartfortt Slee of 
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tor of the Hartford Y. M. C. A., direct 
and executive committee member of th 
Hartford Community Chest and i 
campaign chairman in 1944. 

Mr. Coffin was agency vice-presidey 
from 1937 to 1946, becoming vice-presi 
dent then, with broader executive duties 
His new office will include chairmanshi 
of the committee on agencies and d 
phases of public relations. He enterd 
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educational director for Penn Mutual) 
fore joining Connecticut Mutual as § 
perintendent of agencies in 1931. 

Mr. Coffin served as chairman of ti 
Life Insurance Sales Research Bur 
and has been a director of its success 
L.I.A.¥ He is a past president? 
the Life U nderwriter Training Count 
A C.L.U., he is a trustee of the Ame 
can College. He has been active 
life underwriters associations and is 
honorary member for life of the Né 
York state association. He is servil 
on two committees of Life Insurat 
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security 
ged to be the major reason why a 
Biority of combination agents termi- 
Morton Boyd, president of Com- 


nyd was unable to be present because 
the jllness of his mother. L. W. S. 
Manpman of the L.I.A.M.A. staff, read 
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Huction records, so that the results are 
uch more accurate than are usually ob- 
ained in an opinion poll, Mr. Boyd em- 
phasized. “There was, in our study, only 
h slight different in the average weekly 
rarnings of Our survivors and our termi- 
Prators. 

| “It is wrong to say that dissatisfaction 
with the security of the agent’s job 
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“We found one very encouraging 
hing,” Mr. Boyd continued. “In gen- 
ral, the men who leave us spend some 
ime thinking about it. Over half of 
hose whom we wished had not quit said 
hey had considered leaving for at least 
month before making their decision. 
Dur losses are not the result of snap 
dgments or sudden dissatisfaction. 
his means that we should have a chance 
D recognize the good man who is a 
otential terminator and do something 
bout salvaging him.” 














¢ believed companies could keep more 


Simpkin bi the agents they did not want to lose 


uly, by having more than one inter- 


trainigy . ) In; : 
and wae” before hiring a man. Other action 
utual bee advises: 
: 1 a8 Procedure for Postselection 
— “Institute procedures of postselection, 
~ Bureat pnd set up a system of checks on those 
uccessd ho survive postselection, so as to salv- 








sident @PS* Men when they first think of quit- 
Councg’8 rather than waiting for doubts to 
e Amengpecome decisions when it is too late to 





fre a good man. 

“Arrange for special training of man- 
bgers and assistant maangers in super- 
sion and impress upon them that theirs 
S the primary responsibility for the 
ermination problem. 

Reemphasize the importance in initial 
taming of budgeting time to allow for 
ales calls, 

“Reexamine home office procedures to 
liminate dissatisfaction in particular 
Teas of service. 

“Take care to eliminate such field 
ources of complaint as can be elimi- 
ated; and at the same time ‘sell’ the 
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Among his conclusions, Mr. Boyd said | 


y seeing that mangers select more care- | 


most disagreeable aspects of their jobs | 
‘not knowing where I | 
tood with the manager,’ ‘not being able | 
o see the manager,’ or ‘the fact that the 
manager isn’t really interested in me.” 
One discovery was that some of the 
sual reasons given for agent termina- 
The study | 
Hone by the association on Common- | 
wealth agents was an opinion survey. | 
Duestionnaires filled out by both termi- | 
ators and survivors, with their names | 
jgned, were sent to association head- | 
huarters. ‘These were checked with pro- | 


“Another finding of the study, Mr. 
Boyd said, was that few agents left the | 
graduatigl¢ insurance business for better oppor- | 





pnd with its future are major causes of | 
ermination, because a large proportion | 
bi our men said the job they left to come | 
o us lacked security or a future, but | 


pi these factors as reasons for leaving | 
i | 


men on the necessity for practices which 
cannot be changed. 

“Distinguish between individual man- 
agers’ capacities to recruit and make suc- 
cesses of men of certain qualifications. 
Require managers to do field work with 
agents before ending their contracts, and 
require recruits to observe field work 
before being employed.” 


Investment Cost 
Absorbs Fifth of 
Mortgage Income 


Life Insurance Assn. of America has 
completed a study of a group of life 
companies in the period 1946-49 inclu- 
sive and the results show that about 
one-fifth of the gross income from mort- 
gages went to cover originating fees, 
servicing fees, branch offices and home 
office expenses. 





Since the outbreak of the Korean 
war, Prudential has been accepting, as 
proof of death, telegrams sent to next 
of kin by the various department of 
defense agencies. 


The average net earning rate on city 
mortgages in 1949 was 3.3%. This was 
above 1947 and 1948 but below 1946. 
The average gross income rate in 1949 
was 4.11%, again above 1947 and 1948 
but below 1946. 

For farm mortgages, the net rate was 
2.67% while the gross rate was 3.98%. 
Thus the handling costs were about one- 
third of gross income. 


E. H. Ruhsam, district agent for 
Northwestern Mutual at Albert Lea, 
Minn., recently completed 412 consecu- 
tive weeks with one or more applica- 
tions per week. 








“we were skeptical 
at first...” 


Mr. Charles E. Becker, President 
Franklin Life Insurance Company 
Springfield, Illinois 


Dear Mr. Becker: 


It’s been a year and a half now since we were 
introduced to Franklin exclusives. Frankly, we 
were a little skeptical at first... but the results 
we've attained thus far with Franklin exclusive, 
non-competitive merchandise are utterly amazing. 
And so we ask, how long has this been going on? 
We shudder to think how long we were “missing 
the boat.” 

Picking up the thread with one of the large 
eastern companies after the war, our respective 
incomes were only mediocre. They are reproduced 
here for your benefit. Yet in the first six months 
of 1950, they have jumped from averages of 
$5,150 and $2,993 respectively to well over 
$15,000 a year. 

For the first time, we enjoy the wonderful ex- 
perience of being free of debt, owning a new car, 
and summer vacations for our families. All of 
which is due to three reasons: unbeatable exclu- 
sive merchandise, package programming, and the 
most lucrative agent’s contract in the business. 
Boy, this is really living! 

Our sincere thanks to you for helping us “see 
the light” and to the entire team at the home office 
who are really backing us up in the field. 


Most sincerely, 


Jack Pearce and Bob Emmons 








CHAS. E. BECKER, PRESIDENT 





JOHN J. PEARCE, C.L.U. 


FRANKLIN LIFE 


SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 188% 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 





Actual Life Insurance 


Income: 
1946 . . . $4,819.71 
1947 . . . 5,366.30 
1948 . . . 4,874.89 
1949. . . 5,552.45 
1950 . . . 7,857.80 
(6 mos.) 





ROBERT K. EMMONS 


Actual Life Insurance 
Income: 
1948 . . . $2,873.71 


IGG es 
1950 .. 
(6 mos.) 


3,112.09 
9,868.14 


We are naturally proud 
of these two fine boys 
who represent the 
friendly Franklin in 
Wilmington, Delaware 
and vicinity. 


INSURANCE 
COMPANY 


OVER $900,000,000 INSURANCE IN FORCE 
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Favor Increased 
Limits on Real 
Estate Investments 


Many life companies would like to see 
state laws amended to allow them to 
invest a greater percentage of their 
assets in the ownership of real estate, 
according to a survey by the New York 
Herald Tribune. 

Of 114 companies replying to a ques- 
tionnaire, 49 had actively entered the 
real estate investment field and of these 
40 expressed positive satisfaction with 
their investments. With one exception 
none expressed dissatisfaction and even 
that one said its general housing ex- 
perience was good and that on com- 
mercial property was fair. 


Nine Favored Increase 





Nine of the companies with invest- 
ment ownership experience favored in- 
creasing the percentages of its assets 
a company can invest in real estate and 
six indicated a willingness to see the 
limits raised. Fourteen had no opinion 
while 20 said they did not favor an in- 
rease. The opponents thought present 
limits were adequate or that increases 


should wait for more experience. Three 
firmly opposed higher limits on the 
basis that they were dangerous or un- 
wise. 

Of an additional 30 companies that 
had not yet made any real estate in- 
vestments, 20 expressed approval of the 
idea and 11 indicated they hoped to 
make their first purchases sooner or 
later. 

Thomas I. Parkinson, president of 
Equitable Society, favored an increase 
of the limit from 3% to 5% on the 
amount of assets a life company can 
invest in income producing real estate. 
He opposes any increase in the amount 
of common stocks life companies may 
hold. 

New York Life favored an increase 
in percentage limits for commercial 
real estate but saw no need for an in- 
crease as to housing projects. Mutual 
Life also favored an increase, while 
Metropolitan said it would not favor 
an increase, not that it was opposed 
to one, but that it had not yet reached 
its own limits, and saw no occasion for 
raising the limits, preferring to wait on 
further experience. 

Prudential took a middle position 
and indicated that it has found real 
estate ownership a satisfactory form of 
investment with the exception of hous- 


ing. 
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* 
OUR AGENTS TELL US.... 


pecting Service and its tangible, 
money-making results. 


And we're proud of it too! Our percentage of return is 


return last month), and the prospects and additional busi- 
ness for the man in the field are increasing from month to 


We have solved the prospecting problem of many agents 
who were "Prospect Poor" before joining our organization. 
For years we have provided prospects for our fieldmen and 
have increased their production 50% to 100% as a result. 


For the man interested in building his own agency, our 
Direct Mail Prospecting Service and our Combination 
Coverage Contract are invaluable in attracting and devel- 
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Direct Mail Pros- 


Mail series showed a 32% 








EXCELLENT OPPORTUNITIES 
for capable, industrious insur- 
ance men to develop new busi- 
in Minnesota, 
Colorado, Oregon, Washington. 


Michigan, 








who want to build solid 


Other general agency territories available to men 


minded Home Office supervision and Home Office 
assistance. All correspondence confidential. 


O. F. Davis, Vice President 
Director of Agencies 


ILLINOIS BANKERS LIFE ASSURANCE CO. 


Monmouth, Illinois 


agencies under agency- 








Writing all forms of: 
Life—Accident & Health—Polio 
Hospitalization—Medical Reimbursement 
Franchise—Group 











Wallace Gives Canadian Selection Data 
Calls Experience Predictive for U. S. 


A report covering four years of sur- 


vival and production of ordinary agents narrow the difference in investment 4 
also indicates that the ‘A’ men are ¢ 


recruited in Can- 
ada during 1945 
was presented to 
Canadian agency 
officers the 
L.I.A.M.A.  meet- 
ing in Chicago by 
S. Rains Wallace, 
Jr., director of re- 
search. 

Of 1,575 inex- 
perienced agents 
contracted in Can- 
ada during 1945, 
only 243 men were 
still under contract 
on Jan. 1, 1950. 
The 15% surviving accounted for 56% 
of the production recorded by the 1,575 
new men, while the terminators, 85%, 
sold only 44% of the total. ; 

This Canadian group is the one from 
which L.I.A.M.A. now has the longest 
experience record and Dr. Wallace said 
that the results could be considered pre- 
dictive of U. S. results. 

L.I.A.M.A. found that as the time 
under contract increases, the differential 
in production and survival between the 
various aptitude index ratings is greatly 
diminished, which means that the pre- 
dictiveness of the index is greatest in 
the early years. This indicates that the 
poor selection risk who is given treat- 
ment needed to produce three years sur- 
vival more nearly approaches in per- 
formance the best selection risk. Dr. 
Wallace said this is not a reason for 
failing to select and reject wisely, but 
rather is a good reason for going all the 
way in training and supervision. 


167 Out of 1,244 


Suggesting a way to improve agent 
termination experience, Dr. Wallace 
gave these data: Of the 1,245 men con- 
tracted in 1945 whose aptitude index 
scores were known, 167 were successful. 
They were either promoted or continued 
as agents through 1949 and in 1949 pro- 
duced as much as the median first-year 
survivors in their companies produced in 
their first year. Thus, the companies in- 
vested in 1,244 men to get a return of 
167. 

If we had made our investment in ‘A’ 
men only, we could have invested not in 
1,244 men but 928 to get the same re- 
turn, said Dr. Wallace. “It would have 
taken 1,198 ‘B’ men, 1,670 ‘C’ men and 
3,340 ‘D’ and ‘E’ men to obtain the same 
result. Furthermore, if we had been 
working with 928 men instead of 1,244, 
we would have given one-fourth more 
time to their training and supervision 
without doing any more work. It seems 
quite possible that the one-fourth more 
time could have paid off by increasing 
the production level, decreasing termi- 
nation, and even in producing progress 
rather than deterioration.” 


Given Similar Results for 1946 Group 


at 





Ss. 


R. Wallace, Jr. 


The Canadian agency men were given 
similar results for a 1946 group of re- 
cruits covered in the report and were 
shown the results of other factors on 
survival and production, such as char- 
acteristics of the recruit, location of the 
agency and whether or not the agent 
was financed. 

“Our emphasis in previous reports,” 
said Dr. Wallace, “has been placed on 
the desirability for the company, the 
manager, and the agent of exercising 
post-selection during the early months 
the new agent is in the business, This 
position is shown to be sound in this 
four-year study of 1945 recruits. 

“Over a period of three years without 
post-selection, we invest 53.2 man quar- 
ters for one successful survivor among 
the ‘A’ men, 73.8 for ‘B’ men and 102.6 
for ‘C’ men. The comparable figures 
with automatic post-selection are 39.5 
for ‘A’ men, 55.0 for ‘B’ men and 64.6 


for ‘C’ men. Post-selection tends 


the best bet.” 


Dr. Wallace said that the real solyg 


to the termination problem seems to 


in selecting men better and in supery; 
ing them into an adequate productigg 
an early date. Post-selection wil] 5, 
invest these efforts in the right al 
“but only when we can reduce the pp 


ber of men whom post-selection yg 


screen out and increase the propor 


whose early production is acceptable; 


we be approaching a solution and cha, 
ing the unhappy fates of our reery 
The diminution in the number of y 
cruits under contract effected throu 
post-selection must not lead us to» 
cruiting more men, but to investing mo 
supervisory time in those whom Dos 
selection indicates have the potential; 


for success.” 
Dr. Wallace also warned that ij 
arbitrary standard of post-selectiog 


set up, the attainment of that goal my 
not be met artificially. That is, a my 
ager can’t look at an agent’s record jug 
before the end of his first quarter, no 
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CLIMB ON THE 
BANDWAGON! 


Would you be interested in q 
General Agency connection with 
one of America’s fastest-growing 
Companies? Among the many 
reasons why General Agents 
and Agents in all parts of the 
nation are joining up with us 
are that Reserve Life: 


1. Writes all standard policy 
forms, plus Retirement In- 
come, Juvenile Education, 
Home - Security, Monthly 


Income Disability, etc. 


Offers both participating 
and non-participating in- 
surance. 


Sells non-medically as high 
as $7,500 up to and in- 
cluding age 40; $5,000 up 
to and including age 45. 


Issues sub-standard to 


600% mortality. 


For complete details about sell- 
ing for Reserve Life, write to 
S. J. Gilbert, Vice President and 
Director of Life Agencies. 


RESERVE LIFE 
INSURANCE COMPANY 
HOME OFFICE: DALLAS, TEXAS 
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at he needs an additional $1,500 policy 
h meet the standard, and see that one 
bie is made, and then expect post-selec- 
on to work. It does mean that the con- 
nuous investment of training and close 
ryision at the start of the career is 


Date 


e : ; 
On tends oe for neither selection nor post- 
estment, j election, compensation plan nor finan- 
men are s ing genius can substitute for an earnest 


ranager doing an intelligent training 
real solyti nd supervisory job, he said. 


Seems to} 





rodumgollens, Chairman 
on will hy = 

rit aaipf Phoenix Mutual, 
ce € ney e 

“tion wail Retire Dec. 1 


Septable wm Arthur M. Collens, chairman of Phoe- 
and chan, Mutual, will retire Dec. 1. He will 
UT recruifhemain a director 
nber of mud member of the 
Cd throughxecutive 9commit- 
1 us to rlee. 
esting mig Mr. Collens has 
vhom posferved as senior ex- 
potentialificytive officer and 
oard chairman 
that if aince 1948. He was 
Selection president from 1935 
t Zoal mugito 1948. 
is, a mag He joined the 
record jugeompany in 1916 
larter, nowys manager of the 
avestment bureau, 
erving Phoenix 
bnd two other 
ompanies. He was elected a director 
n 1921 and two years later resigned 
rom the bureau to become financial 
ice-president. In 1926 he became vice- 
president and in 1935 succeeded the late 
Archibald A. Welch as president. 
Mr. Collens, nationally known in in- 
urance, is a director of National Indus- 
rial Conference Board, a former di- 
ector of Life Insurance Assn. and In- 
titute of Life Insurance. He is a di- 
rector of National Fire, U. S. Indem- 
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utualization of Pacific 


LOS ANGELES — Superior Court 
udge W. Turney Fox issued an alterna- 
tive writ of mandate directed to Com- 
missioner Downey returnable Dec. 8, on 
petition of counsel for the new share- 
olders protective committee of the 
Pacific Mutual Life (old company) in 


policy 
ant In- 


cation, Brhich he is directed to revoke and re- 
onthly fiscind findings of fact and order approv- 
“ ing the plan of mutualization of Pacific 
i Mutual (new company) or show cause 

on the returnable date. 
pating The petition on which the order was 
. (etanted runs to 27 pages, and after recit- 
19 MM Bing the history of the proceedings lead- 
ing up to the approval of the plan by 
the commissioner, then makes the alle- 
., geations on which the court issued his 

s high Bwrit of mandate. 

nd ine @ All members of the original share- 
holders protective committee, which op- 
00 up Bposed mutualization, and which was 
e 45, represented by counsel at the hearing in 
August, on which the commissioner 
based his order, resigned from the com- 
rd to mittee following the decision of Com- 
missioner Downey. The attempt to have 
Mr. Downey reverse his decision comes 
from an entirely new committee and the 
t sell: allegations in the petition apparently are 
analagous to those made during the or- 
te 10 Biginal trial of the case in the courts and 
t and the subsekquent litigation that followed. 


Termed Stock Brokers Activity 


A Pacific Mutual Life company news 
release comments as follows: 

“The latest move, calculated to pre- 
vent completion of a plan to give the 
policyholders ownership of the company, 
ls one of a series of efforts to interfere 
With the program of mutualization which 

F E has the approval of the Supreme Courts 
of the United States and of the state 





of California as well as the insurance 


NY commissioner. 
XAS he application just submitted is, in 


Part at least, the result of activity by 
Stock brokers who have recently dealt in 


the stock of the old company will full 
knowledge of the pendency of mutuali- 
zation proceedings. 

“Meanwhile, ballots on the mutuali- 
zation plan continue to pour in from 
Pacific Mutual policyholders. 
there are more than four times the num- 
ber needed to reach a decision. Ballots 
will be opened in the presence of official 
inspectors beginning Nov. 10. It is an- 
ticipated that the vote will be over- 
whelmingly in favor of the mutualiza- 
tion plan and ownership of the company 
by its own policyholders. 

“The plan, developed by a duly ap- 
pointed committee of outstanding life 


Already 


company in 1 


insurance and_ financial 
characterized by Commissioner Downey 
as lawful in all respects and fair and 
equitable in its operation,” the company 
statement avers. 


Prudential Elects Heller 
2nd Vice-President, Claims 


Prudential has elected Ralph T. Heller 
2nd vice-president to fill the vacancy as 
head of the claim department which re- 
sulted from the recent death of Albert 
F. Jaques. Mr. Heller started with the 


soon being transferred to claims work, 
where he has been since. He has been 
serving as general manager of the de-* 
partment. He has served on the ex- 
ecutive committee of the International 
Claims Assn. 

William J. McBurney has been ad- 
vanced from assistant general manager 
to general manager. Fred R. Gibney is 
assistant general manager and Philip 
Ruehl is now manager. 


experts, was 








New York City Supervisors heard 
Clement H. Cornish of federal security 
agency discuss the new social security 


918 in a clerical capacity, act at the November luncheon. 
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IMMEDIATE PROSPERITY 
AND 
FUTURE SECURITY 










TO HELP YOU MAKE YOUR FUTURE 
YOUR FORTUNE! 


$10 DISABILITY 


What everyone wants! Offered on Pre- 
ferred Risk and Independence Guar- 
antor Policies. Gives you an edge on 
competition. 


DIRECT MAIL 


Extensive — field-tested —Direct Mail 
help. Leads developed and precondi- 
tioned. Salesmen label it the ““GOLD- 
EN” Direct Mail Plan. 


NON-CONTRIBUTORY PENSION 





antee of Renewal Income. Plus—Com- 
missions and Bonus on any insurance 
you write! 


ACCUMULATOR 


New! Most talked 
America today. Instant appeal to all 
prospects. Typical of other equally at- 








TERRITORIES: 


Opportunities open in: California, Florida 
Ilinois, Indiana, lowa, Kansas, Kentucky 
Maryland, Michigan, Ohio, Pennsylvania, 
Texas, Virginia, Washington, D. C., West 
Virginia, and North Carolina 













Up to $400 per month Lifetime Guar- 





about plan in 


tractive “income-boosting” sales plans. 
















ATTRACT STRONG MEN 
HOLD and REWARD YOUR BETTER MEN WITH 









Liberal Ist Year Commissions and 
7 e Production Bonus. 


Vested Renewals and Non-Contrib- 






uting Pension Plan. 


Substantial Rewards to Your Agents 
for Helping You Build! 


MAKING YOUR FUTURE 
YOUR FORTUNE 


Write today for Details of the Agency Plan 
Inquiries held in strict confidence. 


The COLUMBUS MUTUAL 
sailed «oo ig ag eigen 
Columbus 16, i0 


CARL MITCHELTREE, Pres., BEN F. HADLEY, Supt. of Agencies 
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think of an all-out third world war if Place of Pensions 


Korean Casualty these figures are an augury of 


slaughter to come. 





























Rate Double 
Last Conflicts 


Calculations by actuaries, on the basis 


Shenandoah Life Takes On 
Bank Investment Man 


Shenandoah Life of Roanoke 
of published figures, indicate that Korean named Horace L. Hollister treasurer. 
battle deaths may run as high as 75 per Mr. Hollister has been with Commercial 
1,000—or approximately twice the rate National Bank & Trust of New York 
of the worst months of the second City since 1936, for several years as 
manager of the investment department. 
Mr. Hollister served in the army. 
He is a graduate of Tufts College, 
insurers by the landslide of business, and attended the graduate school 


world war. 
This fact, which hitherto has been 
somewhat overshadowed on the part of 


is now being brought to the attention New York University. 
of underwriting departments. Obvious- 


ly, if there were likelihood that such Lyttle to Be S. F. Speaker 


a rate might persist, companies which 
are not applying war clauses would 


Defense Department Figures 


Latest Defense department figures 
show that casualties of all types since 


Assn. Nov. 15. 


of 100,000. 
One actuary said he shuddered to university. 


_ Moody Lyttle, agency supervisor for 
shortly have to do so to protect them- Security Life & Accident at Oakland, 
selves. will speak at the next luncheon meeting 
of San Francisco A.&H. Underwriters 


Ernest H. Perkins, general agent of 
South Korea was invaded total more Provident Mutual Life in Albany, was 
than 28,000. Total numbers presently recently a recipient of an alumni citation 
engaged are not known, but it has from Alfred University in recognition of 
been estimated at something in excess outstanding achievement in business. 

Mr. Perkins is a past trustee of the 















































































ABOUT AGENCY 
MANAGERS 


MANAGERS LOVE THEIR WORK SO 
MUCH THAT A RETIREMENT PLAN 
IS UNNECESSARY . . . = (| 


ii os 
OUR “ANSWER BOOK” SAYS... alte , 


ft 

True ... managers to be successful must love 
their jobs. But they, too, rightfully look to- 
ward the day when they can “do some of the 
things they've always wanted to do”. CWSL 
managers have a. most attractive retirement 
plan, effective at their option as early as age 
55 with 20 years of service; or 60 with 15 
years of service; or 65 with 10 years of serv- | 
ice. The liberal provisions of the program 
make it possible for them 

to plan on some of the 

“good things” of life, as well 

as the necessities. 














California-WeSitern 
StAtes 
LiFe - 


InsurancE; Company 


HOME OFFICE: SACRAMENTO 


Intramurally 


The pension theory particularly apro- 
pos to the insurance business is the 
deferred pay theory, Edward A. Green, 
2nd vice-president of John Hancock, 
told American Mutual Alliance, organi- 
zation of mutual fire and casualty com- 


panies, at its meeting in Boston. In 
fire, casualty and life companies, re- 
tirement pay is considered part of the 
over-all remuneration system, as are 
paid vacations and holidays. It is part 
of the means by which qualified in- 
dividuals are attracted into employment. 


White Collar Workers Lose Ground 


In recent years white collar workers, 
including most insurance company per- 
sonnel, have continuously lost ground 
in relative economic standing, Mr. 
Green pointed out. Contrary to popu- 
lar belief in some quarters, insurance 
people are not bloated plutocrats living 
off the fat of the land, but are clerks, 
engineers, salesmen and _ technicians 
such as underwriters, lawyers, claim ad- 
justers and actuaries of moderate means, 
many of whom might very readily earn 
more money in other lines of business. 
Why do they devote their lifetime to 
insurance? One reason may be good 
working conditions such as _ relatively 
short hours, congenial associates and 
the type of work that is clean and does 
not involve undue physical fatigue. 

Undoubtedly also employes are at- 
tracted by the general stability of the 
business, security of employment and 
a reasonable living wage. He thinks 
many more than is generally supposed 
are probably influenced by a sense of 
social service. The insurance worker 
sees life’s major financial catastrophes 
smoothed over for the large segments 
of the population through the efforts 
of those in his business. 

He strongly recommended an insured 
plan. 


New York Life Concentrates 
On Training Supervisors 


The most important training job to 
our company is the training of assistant 
managers, Raymond C. Johnson, agency 
vice-president New York Life, said at 
the L.I.A.M.A. annual meeting at Chi- 
cago. Mr. Johnson stated that once an 
agent is selected for supervisory re- 
sponsibilities, he is given a leave of 
absence under his agent’s contract of 
one year which may be extended to two 
or three without loss of seniority under 
the company’s retirement plan. This 
leave of absence serves as a trial and 
training period in the supervisory role. 
“Our objective is to make him a man- 
ager quickly or to help him return to 
the field as a personal producer a better 
man for the broadening experience,” 
Mr. Johnson stated. 

Included in the training which Mr. 
Johnson described, some came directly 
from the supervisor’s manager and his 
field vice-president and this was sup- 
plemented by intensive 10-day home 
office schools for assistant managers. 
Mr. Johnson also said that the New 
York Life was reestablishing a program 
of training supervisors recruited from 
the ranks of assistant managers. He 
described this program as post-gradu- 
ate training courses for assistant man- 
agers who are ready for advancement. 
“We believe that management train- 
ing is a function of such importance 
that certainly it should come _ before 
agents’ training, for the agents’ selec- 
tion, training, and supervision depends 
on the manager and cannot be any bet- 
ter than the ability and skill of the 
manager to perform these jobs,” Mr. 
Johnson concluded. 


Convention A. & H. Cover 


Agents and general agents of Con- 
necticut Mutual are now covered by 
accident insurance while going to, dur- 


covember | 
turn trip from a meeting Sponsore4 [aa 
the home office. The insurance jg y 

ten by Hartford Accident. [t chal U.T.C 
hospital, nurse, medical and surgical ¥ 
penses up to $2,500. Protection jg alin 

vided for eight days enroute tg rover 
eight days returning from a meg 
and not to exceed 10 days while iq alue 
tendance at the meeting. An except; 

provides coverage for the two weg From the 
period while agents are attending Stor ‘ 
home office training school. The coy  LContine 
age does not protect an agent if hy, a" And 
taking a pleasure trip either bef’; 4 \.A 
or after a meeting unless it is ah . 
the route within the time linj 
designated. 
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Have you forgotten something 


. seems as though our memos 
have a way of failing us on the m 
important things ... carry a full 
of personal and gro 
protection — bep 
pared to give all-arou 


service. 


coi A. Man 
Holgar 
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sPOnsored oe See: sae an : 
ance ig yy whether the public is listening to what Go civilian unit under air force command. 
It Fs U.T.C. Group business is saying. The public likes life Wallace wn on 60 Day Over-all objective of the group is to in- 
Surgical a insurance above all else, he said, because Tour With the Air Force vestigate factors of selection, training 
ction is pln oved Index’s it has confidence in life companies. The S. Rains Wallace, Jr., L.I.A.M.A. di- and morale of all classes of air forces 
cute to ae public likes the business because it is rector of research, has accepted an as- Personnel. 



















alue to Teacher 


From the vantage point of L.U.T.C. 
»structor and of agency director of 
M(id-Continent Life of Oklahoma City, 
D. Anderson in a_ speech at the 
‘1 A.M.A. annual meeting placed him- 
af squarely behind the sales method 
ndex as a long step toward the day 
shen loss of agency manpower will be 
he exception rather than the rule. 
ME Mr. Anderson applied the sales 
method index to a representative group 
Hf 24 salesmen in his town who were 
king the L.U.T.C. course under him. 
These men varied greatly in age and 
broduction. Ali were ordinary salesmen 
xcept three who held the managerial 
post. 


verage $1,608 More a Year 


Despite the fact that the members of 
his group spent an average of five 
ours more per week in preparation 
nd 2% hours in class attendance on 
Katurday, complete figures show that 
hey made an average of $1,608 more 
her man during the class year than in 





he previous year. Mr. Anderson held 
hat the key to the increased produc- 
ion of the men was the L.U.T.C. train- 
ng and, more specifically, findings 
hrough the use of the sales method 
index. 

Out of the men analyzed by the sales 
method index, the only case in which | 
he method failed was where the agency | 
manager already knew the answers, but | 
s of 20 years ago, Mr. Anderson in- 


Hicated. He said that teaching the 
U.T.C. classes, where 15 or 20 com- | 
nies are represented, brings the | 






acher into close touch with many gen- 
ral agents and managers and in close | 
ouch with the fact that more agency 
management schools and more agency 
management are needed. 
Mr. Anderson’s comment in this con- 
ection was: “Any agency man can come 
fo the realization that something is 
rong with an agent’s production, but 
w can tell him why or help him cor- 
ect it Any agency man can pull the 
gent’s production chart and show him 
¢ is writing too much term, too small 
Nn average size application, too much 
uarterly business. But unless he knows 
detail a man’s work habits, his ap- 
roach, his sales talk variations, and 
e source of his prospects, the man- 
ger cannot accurately diagnose his 
ificulty nor offer a workable solution 
p his problem. When an agent comes 
to the office with a problem, he doesn’t 
ant a chamber of commerce welcome 
or a pep talk along the old college try 
nes, He wants a solution to his prob- 
m, and if he doesn’t get it he will find 
place where he can get it or go out of 
e business.” 
Mr. Anderson has found that to be 
€ most effective, the sales method 
dex should be used on the new agent’s 
mst 10 cases. This will give early 
arming of points where corrective 
heasures are needed before poor work 
mcthods become habits. Another spe- 
ific time when the method should be 
sed is at the beginning of any recog- 
able production slump, not only of 
¢ last 10 cases but also the last 10 
phich weren’t sold, to bring out the 
ferences in the patterns of successful 
unsuccessful selling attempts. It 
ould then be used at regular intervals 
roughout the agent’s career, so that 
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l]-aroum"ing and watchfulness become a 
bntinuous process. 
A. Managers Hear Johnson 


Holgar J. Johnson, president of In- 
Htute of Life Insurance, spoke before 
ife Insurance Managers Assn. of Los 
ngeles on: “Public Relations Stems 
om the Grass Roots.” 

He declared that what the life insur- 
ce men think is what the public thinks 
out life insurance. It is a question 
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serving the people. 

The next meeting with R. Hood, 
F.B.I. agent in charge of the Los An- 
geles office, as speaker, will be Nov. 20, 
and the annual meeting Dec. 11. 


New A. & H. Bureau Members 
New York Life and the five company 





mebers of the National Fire of Hart- 
ford group have joined Bureau of 
A. & H. Underwriters. 


signment with the air force which will 
take him on a 60-day tour of bases in 
Japan and Korea. The announcement 
was made at the association’s annual 
meeting and Mr. Wallace had to leave 
the meeting early to join a 12-man 
human factor research team. The team 
is composed of noted psychologists and 
sociologists, most of whom are univer- 
sity professors or civilian personnel of 
the air force, and will operate as a 


Dr. Wallace has been engaged in sim- 
ilar work with the association and has 
been an air force consultant since the 
end of the war. In 1942 he was commis- 
sioned in the army to work on selection 
and training of air force personnel. He 
was separated as a lieutenant colonel. 

During his absence, Miss Constance 
M. Twichell, associate director of re- 
search, will direct the association's re- 
search program. 
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(3) LIFE INSURANCE 





(4) HIS THANKSGIVING 


This is the sixth in a series of advertisements on the peace-of-mind which 


comes with ownership of life insurance. Each one is presented as a serious 


tribute to every life underwriter in the business who is helping people to 


understand and to use life insurance to solve life’s financial problems. 


HomeE LIFE INSURANCE Co. 
256 Broadway, New York, N. Y. 


“A Career Underiuriters’ Company”’ 
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Says Institutional 
Training Devices 
Merely Supplement 


Company management must not be 
lulled into complacency by the rich ar- 
ray of training devices now available 
on an institutional basis was the warn- 
ing of Vincent B. Coffin at the L.I.A.- 
M.A. annual meeting. Mr. Coffin, vice- 
president of Connecticut Mutual, out- 
lining the manner in which the institu- 
tion’s various programs can be fitted 
into the plans of the agency department 
head, reminded his audience that the 
results of training continue to be some- 
what disappointing. Unless company 
management stands ready to build a 
sound training foundation, merely sup- 
plementing this with institutional de- 
vices, the desired results can scarcely 
be expected. 

Mr. Coffin quoted recent L.I.A.M.A. 
studies which “indicate that we are a 
long way from achieving our sales man- 
agement objectives, whether the fault 
lies wholly with training or in other di- 
rections.” 

Mr. Coffin questioned whether sales 
management methods, which include 


training, had kept pace with the advance 
As a step 


in life insurance prestige. 
toward a solution, he urged establish- 
ment, by each company, of a thorough- 
going training program for both man- 
agers and agents, with primary em- 
phasis on the former. It was the speak- 
er’s conclusion that no matter how many 
fine institutional programs may be of- 
fered, each company must accept re- 
sponsibility toward its own men, care- 
fully integrating its program with that 
of the institution, but accepting full 
blame or credit for its own sales man- 
agement results as a company. 


Penn Mutual Tops 1949 
Totals in 10 Months of 1950 


Penn Mutual Life’s October new busi- 
ness was $22,922,068, which was an in- 
crease of 15% over October, 1949. The 
total for the first 10 months of 1950 
was $240,115,000 which is a plus of 23% 
over the first 10 months of 1949 and is 
larger than production for the entire 
year of 1949. 


The average age of Travelers em- 
ployes is 45, a study has revealed. The 
trend, it was added, has been downward 
in recent years. 





You Can Make 


} MORE MONEY 
-,.. with STERLING! 


Compare Your Own Earnings 
with These Five-Year Figures 
on New Sterling Agents 


Agent A 
OHIO 


$44,577.07 


Yearly Average: 


$8,915.41 


Sterling men make more— 


and here’s the proof! 


@ The above figures are projections of actual earnings of 
new STERLING agents. They are based upon continuation of 
first-year production (without the normal increase most writ- 
ing men experience) . . . plus renewals at a normal lapse rate. 
In other words, they’re conservative estimates covering five 
men—all different in ability, but all successful. 

You can earn more with Sterling . . . because Sterling 
policies are easier to sell. Sterling pays top commissions .. . 
and Sterling gives more day-to-day selling cooperation. Get 
full information on your opportunity with Sterling . . . now! 


General agents, brokers, writing men: 
Write L. A. BRESKIN, President 
2002 Sterling Building @ Chicago 11, Illinois 


STERLING INSURANCE COMPANY 


$68,660.91 


Yearly Average: 


Agent C ; 
MISSOURI Agent D 


_ MICHIGAN 


ILLINOIS 


$75,241.03 


Yearly Average: 


$15,048.20 


Collins Endorsed 
for NALU Trustee 
by N. Y. Association 


Stanley C. Collins, Metropolitan Life 
agent at Buffalo, was endorsed for 
trustee of the Na- 
tional Assn. of Life 
Underwriters at the 
fall delegate meet- 
ing of the New 
York State Assn. 
of Life Underwrit- 
ers at Bronxville. 
Mr. Collins entered 
the business with 
Metropolitan in 
1933 with a_back- 
ground of _ sales 
work. He became a 
C.L.U. in 1940 and 
is a past president 
of the Buffalo 


Ss. C. Collins 


C.L.U. chapter. 

He was president of the state asso- 
ciation in 1948-49 and is past president 
of the Buffalo association. Mr. Collins 
is active in civic and church activities 
and has served on various N.A.L.U. 
committees. 


Hershey, Bliss & Wanless 
Is New Ill. Law Firm 


The law firm of Hershey, Bliss & 
Wanless has been organized with offices 
in the First National Bank building, 
Springfield, Ill. This firm is separate 
from, but will cooperate closely with 
the law firm of Hershey & Bliss at 
Taylorville, III. 

Principals in the Springfield firm in- 
clude Harry B. Hershey, former Illinois 
insurance director; Thor Wanless, for- 
mer special deputy director for the IIli- 
nois department, who has been operat- 
ing recently as an insurance lawyer 
at Springfield; Charles E. Bliss; Richard 
G. Hershey, son of Harry Hershey and 
Bill J. Slater. 





The Springfield firm 
insurance 


will specialize 


in matters and will handle 


| all of the insurance work for the two 


firms except claim and trial matters. 

Harry Hershey was counsel for IIli- 
nois state insurance bureau of liquida- 
tion, conservation and_ rehabilitation 
from 1932 to 1940 and was insurance 
director from 1949 until just recently. 

Mr. Wanless graduated from DePauw 
in 1937 and got his law degree from 
Duke. He practiced law at Springfield 
for three years and went with the in- 
surance department in 1943. He resigned 
in 1949 to reopen his law office. He is 
a former secretary of the executive 
committee of the insurance section of 
Illinois Bar Assn. 

Mr. Bliss graduated in law at the 
University of Illinois, was county judge 
in Montgomery county, later city at- 
torney at Taylorville. Richard Hershey 
graduated at University of Michigan and 
Harvard law school. He was a special 
attorney in the Department of Justice 
anti-trust division and in 1947-48 city 
attorney of Taylorville. 

Mr. Slater graduated at University of 
Illinois law school. 


O'Neill Succeeds Quigley 


Jack O’Neill has been appointed su- 
pervisor of the Gerald W. Page agency 
of the Provident Mutual Life at Los 
Angeles, succeeding the late George P. 
Quigley. 

He was formerly with California- 
Western States Life in home office and 
field work and with Equitable Society. 
He served in the navy during the war. 


Mich Situation Uncertain 
LANSING, MICH. — The seesaw 


race for the governorship and the cer- 
tainty that a recount will be demanded 
in any event leaves the insurance com- 














missioner situation greatly clouded. If 
former Governor Kelly is the victor, 


Commissioner Forbes probably wi 
in line for reappointment, if he yw; 
to keep the job, since he was an origi 
Kelly appointee. Victory of Gover 
Williams, however, would make 4 
















placement of Forbes almost a certain 


Rep. Alpheus P. Degts 
Deckerville agent and long-time ho, 
insurance committee member, was ely 
ed to the senate. He also is a Rep 
lican. 


May Not Get Tax Relief on 
Certain Bargained Covers 


“Employers may not get tax dedy 
tions on their contributions on accoy 
of pension and social insurances in ¢q 
tain types of collective bargaining agr 
ments,” Meyer M. Goldstein, direc, 
of Pension Planning Co., of New Yor 
told the annual institute on fed 
taxation, New York University, 

The normal case would enjoy 
exemptions, he said, but there are 
pitfalls. For instance, the cents per hoy 
type of pension plan could be tax q 
ductible if standing alone. Whe 
coupled with an attempt to indica 
specific benefits such as $100 per mon 
including social security, such a 9) 
could fail to receive employer's tax 4 
ductions unless, perhaps, an actuari 
determination would prove that th 
cents per hour were adequate to sup} 
port predetermined benefits. 

Further, a tax qualified plan teal 
be primarily a pension plan and not, 
general welfare plan. Also, an employe 
cannot necessarily set up a tax a 
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proved pension plan which arbitrari) 
covers all employes, except union em 
ployes as such. Any such classificatio 
must be demonstrated as_ being no 
discriminatory, such as, perhaps, in 
dicating a separate plan for union em 
ployes. 

Generally, employer’s contribution 
to a social insurance program are 4 
ductible, for his employes and d 
pendents. However, the benefits an 
benefiiciaries must be clearly dete 
minable. 


Lectures Collected on Life 
Insurance at Mid-Century 


A book published by the University 
Pennsylvania Press under the auspice 
of S. S. Huebner Foundation and entitle 
“Life Insurance Trends at Mid-Centuw 
is composed of a series of lectures ¢ 
life insurance at the middle of the 20 
century. 

The lectures are ‘The Impact q 
Lower Interest Earnings” by A. A. Ry 
gren, chairman Continental Americ 
Life; “Implications of the Guertin Leg 
lation” by H. H. Jackson, vice-presidet 
and actuary National Life of Vermoni 
“Investment Trends and Problems” } 
J. J. O’Leary, director of investmen 
research Life Insurance Assn. of Ame 
ica; “Principles and Problems of 
lecting and Underwriting” by Peart 
Shepherd, vice-president and associa 
actuary Prudential; “Reinsurance of Lil 
Risks” by W. O. Menge, vice-presidetl 
Lincoln National; “Significant Annut 
Developments” by R. D. Murphy, exet 
tive vice-president and actuary Equit 
ble Society; “Development of Disabil 
Benefits in Life Insurance Contracts”) 
J. B. Maclean, former vice-preside 
and actuary Mutual Life; “Modern 
dustrial Life Insurance” by M. E. Da 
actuary Metropolitan Life; “The Gro 
ing Field of Group Coverages” by H. 
Beers, vice-president Aetna Life, a 
“Research in Agency Management” } 
C. J. Zimmerman, associate managil 
director L.I.A.M.A. 





Dr. Kenneth Lewis, president of N 
York Medical Society, will speak at # 
Nov. 20 dinner of New York Assi. ! 
A. & H. Underwriters. 
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ele will Mpsurance Legislators to 
4 e Wish . s s 
vas an orjgge Prominent in Ohio 












of Gover 

1 make a | Insurance men are expected to have 
St a Certainge prominent role in the new Ohio legis- 
lent Hangggmature. Both the senate and house are 
"senate inegpverwhelmingly Republican. J. Frank 
Y reelecteq McClure Oo! Loudonville, who has 
e, Muskeg@erved four terms in the house, is being 
-r Of terms gmentioned for speaker. 

ed. Governor Lausche, who was reelected, 






has asked the members of his cabinet 
g-time hort remain, and it is understood that 
er, was ely pihere will be no change in the insurance 
» isa Rep department, headed by Walter A. Rob- 
Bison, who has been with the depart- 
ment many years. — ‘ . 
Already attention is being given to 
proposed legislation. An A. & H. 
agents licensing bill will be introduced. 
It carries a 90-day trial period. This 
feature is opposed by certain elements 
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Ss on Be of the business and a conference will be 
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ances in cgpield before the measure is introduced. 





Others proposed include multiple un- 












ein, ae derwriting; amendment of the group life 
f New Youflaw reducing the minimum from 50 to 

On federM 25; bill to prevent life companies and 
yersity, agents from paying commissions to un- 
1 enjoy taplicensed producers; a bill covering the 





activities of reciprocal agents. 





re are imap 
Nts per hoy e 
| be tax df Wis, Blue Cross to Raise 


to wid Rates 18%, Jan. 1 


to indicat 
ir ae Associated Hospital Service, the Wis- 
rer’s tat consin Blue Cross plan, on Jan. 1 will 
an actuar: increase rates approximately 18% for 
e that th nearly all of the 700,000 members. The 
ate t Fonly ones not affected are 48,000 who 
© SUH are members of the comprehensive and 
non-group plan. 
Rates in the standard group will in- 
crease from 90 cents to $1.10 monthly 
a ties for single subscribers, and from $2.30 
 arbitrarii ° $2.90 for family subscribers. ‘Conver- 
union sion and direct pay group rates will 
‘lassificatio increase from $1.20 to $1.40 and from 
being nor $2.75 to $3.20 for single and family sub- 
erhaps, i scribers respectively. _ . 
uniedied The Blue Cross raised its rates last 
February, and a spokesman said the in- 
crease was based on the theory that hos- 
pital charges would not continue to rise. 
However, charges in the first three 
months of 1950 were $2.08 higher per 
case than in the same period of 1949. 
In 1949, one out of eight Blue Cross 
subscribers went to a _ hospital, while 
one out of seven has gone in 1950. Ad- 
missions were 13% greater in the first 
eight months of the year over 1949. 
Associated Hospital Service is in the 
ted about $140,000 this year and lost 
about $72,000 last year. 
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Woodmen of Denver Appoint 
Martin as Field Manager 


Woodmen of the World of Denver 
[Impact @jhas named W. H. Martin as field man- 
\. A. Ryfager, with headquarters at Sacramento. 
America Mr. Martin started with a life company 
rtin Legsfin Hawaii in 1934, and later was affili- 
>-presidei ated with Woodmen of the World of 
Vermong Omaha. With the Omaha group he 
blems” hgwas regional supervisor of the north 
nvestmeme castern area. 
of Amer 
is of 
yy Peart 
associat 












Joins Mass. Mutual 
James W. Lilley, Jr., has been ap- 










ce of LigPointed Pacific Coast group regional 
-preside Manager for Massachusetts Mutual in 
 AnnuijffLos Angeles. Mr. Lilley has been in 





Msurance since 1941, having been asso- 
cated with Federated Hardware Mu- 
iligg tals in St. Petersburg, Fla., with the 
New World Life as unit manager in 
0s Angeles, and with John Hancock 
Mutual as a group sales representative 
in Los Angeles. 





1y, exec 

















Chicago Trust Council 


A. M. MeNickle, vice-president of 
Fidelity Trust Co. of Pittsburgh, told 
the Chicago Life Insurance & Trust 
Council that estate planning prospects 
. should have it pointed out to them that 
+ of I there are possibilities of loss, as well as 
ak at MBpossibilities of gain. He said consider- 
Assn. able estate shrinkage is caused by ignor- 
ance or incorrect interpretation on the 



















part of the administration or executor. 
He recommended use of equity invest- 
ments for estates and adequate protect- 
ing life insurance. He maintained that 
cooperation between trust officers and 
life insurance agents develops new busi- 
ness leads for both factors. 





Eight salesmen from seven agencies 
of Bankers Life of Iowa attended a 
senior sales training school in Des 
Moines. 


New England Mutual Gives 
Lund, Wheeler New Titles 


New England Mutual Life will re- 
designate Francis L. Lund, and Hubert 
D. Wheeler, co-managers of the Min- 
neapolis-Duluth agency since 1948, as 
general agents effective Dec. 1. 

Mr. Lund at the University of Min- 
nesota was an All-American football 
star. He joined New England Mutual in 
1942 and soon entered the army. After 


the war he returned as a personal pro-. 
ducer to Minneapolis. 

Mr. Wheeler, directs Duluth opera- 
tions. He joined the New England Mu- 
tual in 1934 and entered the Navy in 
1943. He rejoined the company im- 
mediately upon his release from the 
service and was made supervisor. 


New York City Life Supervisors Assn. 
will hear a representative of the social 
security board discuss the new act at the 
Nov. 14 luncheon. 





GERIATRICS: HELPING OLDER PEOPLE 


NORMAL LARGE INTESTINE 


One of the most 
COMMON intestinal dis- 


orders incurred by per 


sons in the geriatrics 


age bracket is divertic- 


ulosis. Small outpouch- 


develop in the 


avers 


Talcexsilarel| usually 


° 

| 
wall, ! 
! 


in the sigmoid portion. | 
7 P Cecum 


These cause no discom- 


fort unless they become 


infected. The condition 


is readily diagnosed by 
proctoscopic or X-ray 


(> col aalialenare)a) fol are! can 


usually be co 


rected by 


dier or sur 


Longer life for people past 4 


Many Americans over forty ex- 
perience some form of chronic bowel 
disorder. Such ailments develop in 
the intestinal area pictured above. 


Among the most common colonic 
conditions are “‘irritable colon” and 
hemorrhoids. Another is diverticulitis, 
an ailment which, while occurring 
less frequently, is also troublesome in 
later years. 

The great majority of bowel dis- 
orders are functional—that is, no 
actual disease is present. In only a 
few instances—estimated at one to 
two per cent—are organic lesions 
present. However, neglect of such 
cases could result in overlooking a 
cancer of the colon. It is therefore 
wise to have any irregularity investi- 
gated because, in the early stages, 
symptoms of organic bowel ailments 
are much the same as those resulting 
from functional disorders. Bleeding 
may be a symptom of any of several 


(This is a reproduction of NY NL’s latest national magazine advertisement) 


Transverse colon 


-~--Ascending colon 


Sigmoid colon 


Appendix 


Rectum--—- 


ENJOY LIFE LONGER, 


an OX -XXa-Talol alo mael role 


Openings into 
diverticula 


ENLARGED DETAIL OF SIGMOID COLON 
SHOWING DIVERTICIULOSIS 


diseases and is a signal which de- 
mands immediate investigation. 

Your physician, through procto- 
scopic examination, barium enema 
X-ray, or by other methods at his 
disposal, can promptly detect any- 
thing that may be wrong and recom- 
mend proper treatment. If investiga- 
tion shows that lesions are present, 
virtually all of these can be corrected 
when discovered early. For in this, 
as in other fields of medicine, geriat- 
rics—the science of helping older 
people enjoy life longer—is steadily 
brightening the prospect for more 
healthy, productive years of living 
for us all. 

While advances in medicine now 





tic ds 





ings by Jean E. Hirsch 


promise to add many years of physi- 
cally comfortable living, your full 
enjoyment of those years calls for 
financial solvency. This is best at- 
tained through a sound program of 
life insurance. Your NWNL agent, 
paid not primarily for how much 
insurance he sells you but for what 
you keep in force, has a strong incen- 
tive to provide you with the in- 
surance you need and can afford. 
He can help you plan wisely for a 
financially comfortable future 
through life insurance. 

FREE PAMPHLET: “Keep Your 
Colon Healthy” describes common forms 
of bowel disorders and how these affect 
your health. Sent free on request. 
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AGAINST “HECKLING” 


Day of Ill. Tells 
His Attitude on 
Running Department 


Insurance Director J. E. Day of IIli- 
nois in his talk before the insurance 
law section of the Illinois Bar Assn. in 
Chicago, gave further evidence that he 
is a level-headed middle-of-the-roader 
and should prove a stabilizing influence 
in the Illinois department. 

Discussing the operation of the de- 
partment he said that when he got there 
he found that there were some who 
thought the department did too much 
regulating and some who thought it did 
too little. He also remarked on the 
tendency in some state departments to 
become bureaucratic and for staff mem- 
bers to reach for jurisdiction, making 
rules that are not in the spirit of the 
law and heckling the industry. 

“A lot of you probably came here to 
see what kind of an animal I am and I 
want to tell you that I’m against that 
type of attitude,” said Mr. Day. 

Conceding that an insurance company 
can’t be permitted to operate as freely 





as other types of corporations, he said 
it nevertheless seemed wrong to him 
that one state should arbitrarily exclude 
a company domiciled in another state 
when actually there should be a high 
degree of reciprocity. 

Expressing the fear that the public 
expects too much from insurance de- 
partment supervision, Mr. Day said that 
the department is not in a position to 
guarantee a company’s solvency and 
that there is a tremendous amount of 
policing that has to be done by the com- 
panies themselves and by pressures 
within the industry. If a company 
wants to juggle things between exami- 
nations it can often do so, he said, men- 
tioning a few stratagems that had come 
to light. 


Blue Sky Laws Cited 


Citing the experience of the securi- 
ties business with the inadequate blue 
sky laws in the various states during the 
thirties, which led to federal regulation, 
Mr. Day said that the thing to guard 
against is that if companies were to go 
broke a tremendous pressure for federal 
regulation would be generated. He men- 
tioned difficulties with marginal com- 
panies that are expanding too fast. So 
many states, he said, haven’t enough 
money to do a real job of regulating, 
remarking that he was appalled at the 











ization. 


department. 





Right in your own 


home town... 


There are always more opportuni- 
ties in a rapidly expanding organ- 
We may have the best 
opportunity for you right in your 


own home town. Ask our Agency 


CROWN LIFE 


1900 INSURANCE COMPANY 
HOME OFFICE, TORONTO, CANADA 


The Crown Life is now licensed to operate in Alaska, 
Arizona, California, Hawaii, Idaho, Indiana, Louisiana, 
Michigan, Minnesota, Missouri, New Jersey, New 
Mexico, North Dakota, Ohio, Oregon, Puerto Rico, 


Texas, Virgin Islands, Washington. 
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small size of the insurance department 
budgets in some of the larger states. 

Mr. Day mentioned the tremendous 
size to which non-insured employe pen- 
sion funds have grown. He observed 
that these are not regulated by insurance 
departments and at present he has no 
views on whether they should be. 

Among local Illinois problems Mr. 
Day mentioned the liquidation of insolv- 
ent companies, which he pointed out 
can be done better and faster by the 
department than by a court; automobile 
insurance placed by dealers; and IIlinois’ 
unique competition among several Blue 
Cross plans. Of the latter, he said that 
Blue ‘Cross plans, being non-profit or- 
ganizations, might compete in a more 
gentlemanly fashion and not like rival 
slot machine manufacturers. 

Mr. Day was introduced by Richard 
Hershey, son of former Insurance Di- 
rector Hershey of Illinois. Paul E. 
Price of McKinley, Price & Appleman, 
Chicago, presided as chairman of the 
insurance law section. 

Delmar Olson, assistant vice-president 
and assistant counsel of Mutual Trust 
Life of Chicago, talked on the place of 
the lawyer in business life insurance 
cases. He urged the lawyers to be 
more aware of the need for such cover- 
age and suggested that they bring it to 
the attention of their clients in business. 


T. L. Kane Insurance Chief 
of Defense Department 


WASHINGTON—The long projected 
consolidation, unification, merger, co- 
ordination, or what have you, of defense 
department activities with respect to in- 
surance has at last been acted upon by 
Secretary of Defense Marshall by ap- 
pointing Thomas L. Kane, former presi- 
dent of the Spectator Co. and later 
president of Iron Age, Chilton Co. pub- 
lications, as director of insurance. 

This new post was established “to 
provide under one authority, subject to 
the policies of the Department of De- 
fense, efficient and economical control of 
insurance expenditures paid for directly 
or indirectly by the department of de- 
fense incident to material procurement,” 
an official anouncement said. 

Mr. Kane will work directly under 
the chairman of the munitions board 
and “will be concerned primarily with 
property and casualty insurance mat- 
ters of a staff rather than of an opera- 
tional nature,” the statement said. 


Plan to Launch Colorado 
Life Convention in Month 


A group representing practically all 
legal reserve companies domiciled in 
the state, both old line and fraternal, 
met at Denver and formulated plans 
for organizing the Colorado Life Con- 
vention. Its purpose will be to permit 
the companies to work together and 
discuss common problems. Chairman 
of the organizing committee is Carl 
Lien, president of United American of 
Denver. 

The first meeting will be held within 
the next month, when officers will be 
elected. 











New Canadian Supervisor 


John A. MacPhee has been appointed 
superintendent of insurance of Alberta. 
He had represented the North American 
Life in eastern Canada, and later was 
manager of Commercial Agencies at 
Edmonton. 





Aetna Votes Bonus, Salary Hike 


A year-end bonus ranging from 3 to 
744% and a salary increase of the same 
amount have been voted by directors of 
Aetna Life to 9,000 employes through- 
out the country. 





Iwar Sjogren and Gunnar Kalderen, 
president and vice-president respectively 
of Skandia of Sweden, were guests of 
Roger Hull, executive vice-president of 
Mutual Life, on an inspection tour of 
the home office. 


Pros} 


Life of Ga. Recasts 
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(CON 

Life of Georgia will put in ef — 
Jan. 1 a new plan of agency organ; Wernette. 
tion, dividing its 11-state territory jg@ tw 
six zones and rearranging its home 0 land some 
fice agency setup. “B put even 
js today < 


C. Jackson, now vice-president an 
superintendent of agencies, will bec 
agency vice-president; W. S. Owen, noy 
director of agencies, ordinary depar, 
ment, will become assistant agency yi, 
president; R. B. Cook will continue x 
agency secretary with expanded Fespor. 
sibilities. G. S. Cutini, now agency x 
sistant in charge of training, will he 
come director of training. 

The six zones will be under supe. 
vision of the following directors of ages, 
cies: (Zone 1 (Georgia), C. C. Hewey 
now assistant superintendent of age. 
cies; zone 2 (South Carolina, Nor, 
Carolina, Virginia), C. D. Cothran, for 
assistant superintendent of agencies f,, 
North and South Carolina and Tennesse: 
zone 3 (Alabama), E. L. Miller, no, 
Alabama state manager; zone 4 (Arka. 
sas and Louisiana), G. T. Dobbs, noy 
assistant superintendent of agencies {fy 
Arkansas; zone 5 (Florida), A. L, Cp. 
fey, Jr., now south Florida division map. 
ager; zone 6 (Kentucky, Tennessee, Mis 
sissippi), A. W. Read, now assistay: 
superintendent of agencies for Louisian 
Mississippi, and Virginia. 

An agency committee is being create 
as an advisory body. I. M. Sheffield, Jr, 
executive vice-president, will be chai. 
man of the committee, which will } 
composed of the agency vice-president 
assistant agency vice-president, agency 
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Spread Service Base Enough 


The constant pressure for increased 
social insurance coverage is in at least 
some degree, a measure of the failure o! 
the life insurance business to spread the 
base of its service low enough, R. W. 
Osler, vice-president Rough Notes, toli 
the insurance conference of the Tenne:- 
- Farm Bureau Federation in Nash. 
ville. 

Because of the necessity of increasei 
earnings forced on the agent by infaf culture pat 
tion, the tendency is to try to sell sf dominated | 
larger average caSe, he declared. Accelf the problen 
erating this trend is the increasing emp the decades 
phasis on programming and_ estat the first t: 
planning, both of which are time-conf economic p 
suming and so must pay off more peg for an entir 
case. The result is that the averagp tive nose i. 
agent concentrates his prospecting anif economic g 
his service on higher income group time and th 
neglecting the small buyer, whose nee to get on w 
for protection is equally as great. Th living. 
smaller buyer, failing, without the serf{ “For the 
ices of the agent, to understand that hf lieve that t 
could buy private security, automaticalyp look that s 
turns to the government to supply it. fj Justified,” h 


is disturbin 
New England Appoints ents 0 


elements of 

New Orleans Manager = fiviie strane 

New England Mutual Life has afand the bas: 

pointed Henry J. Miltenberger manag} for our peo; 
at New Orleans, effective December ! 

Since the death of Wilson Williams B | 

Indiana 

Agent C 








general agent, last April, A. Lee Sot 
has been temporarily in charge of t 
office. Mr. Soule will continue as offit 






manager, and Thomas C. Nicholls, wi (CONT) 

has been in charge of training, will! ae 

turn to full-time selling. nduct th 
e made up 


Mr. Miltenberger entered life ing 
ance in 1939. After discharge from ti’™OUPs at tl 








army in 1946 he became a district mat the Sa rest 
ager of his company in Houma, La., a tig prides 
in 1948 became a unit manger in N = aw o} 
Orleans. aS appoint 

agent Mut 





Guarantee Mutual Life held its 20gPtesident of 
two-week home office school for fieggcommittee 
men. It has two a year. The sch0 Hocal_ compa 
was conducted by A. B. Olson € state of 
R. E. Kiplinger, vice-presidents; C. "panies. 
Gish, director of agencies; and R. n anothe 
Ryker, field supervisor. 
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Prosperity Can 
Be Made Permanent 


(CONTINUED FROM PAGE 2) 
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Wernette. “There has been perhaps in 
one or two ot the older sections of our 
land some decline in spirit of enterprise, 
put even in those sections I think there 
is today a resurgence of vigorous prog- 








ress. Pyne P c 
“A combination of these factors could 
lead to a decline in the efficacy of the 
rivate enterprise system. And the in- 
sidious thing about any of them is that 
the process could go on little by little, 
here a nibble and there a nibble, none 
of the steps being Significant in them- 
selves. Indeed the full impact upon our 
society probably would not be realized 
yntil some time of crisis when sud- 
C8 denly, the system, already weakened, 
» ewete vould collapse under the impact of dra- 
t of ager matic adverse circumstances. 
ina, Nort) “At that point, unfortunately, we 
thran, Nowe would have gone past what may be 
SeNcies fof called a point of no return. For at that 
time, it is surely too much to expect that 
the American people of that day would 
Jobb '} survey the wreckage and say, ‘yes, we 
S, NOWE ee what’s happened during these past 
Bencies fof years; we have taken one step after 
A. L. Coif cnother which weakened the private en- 
18100 mat. terprise system and now we must re- 
essee, Mis verse all these policies and get back 
/_ sista + 4 vigorous private enterprise system.’ 

Louisiana No, at that point, being past the point 
of no return, we would turn as England 
has done to socialistic policies.” 
effield, Jr, Another factor that could seriously 
be chair impair the functioning of the private en- 

will terprise system and might cause a lurch 
“President# 15 the left all over the world would be 
it, agency} another major depression in the United 
and a d- States like the one of the 1930's but this 
| Managerh need not occur. 

“The crucial thing is not to be blind 
to these possibilities, not to become 
complacent with our situation or with 
our expanding progress, but to be well 
aware that just as eternal vigilance is 
the price of peace, so eternal vigilance 
is the price of continued progress and 
the preservation of our liberties,” he 
declared. 

Dr. Wernette predicted that along 
with this continued development in the 
American standard of living there will 
come an amazing and important change 
in the cultural pattern of the American 
people. Up to the present, the American 
culture pattern has been very largely 
dominated by economic considerations— 
the problem of making ends meet. In 
the decades now immediately ahead, for 
the first time in human history, the 
economic problem is going to be solved 
for an entire people; the nation’s collec- 
- average tive nose is going to be taken off the 
ting ani economic grindstone. It will have the 
> group time and the interest and the inclination 
1ose neei to get on with pleasanter, more gracious 
eat. The living. 
the sep “For the reasons given above, I be- 
i that kf lieve that the gloomy, pessimistic out- 
matical look that so many people have is un- 
ply it. BiJustified,” he said. “The world situation 
is disturbing, to put it mildly. But the 
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is elements of courage and progress that 
, exist in the American system will pro- 
, vide strength to meet world problems 
has a#@and the basis for a better and richer life 
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for our people in the decades ahead.” 





Indiana Managers Back 
Agent Qualifiaction Law 


(CONTINUED FROM PAGE 2) 


conduct the study, the committee to 
€ made up of representatives of all the 
roups at the meeting. 

‘Sa result of the Oct. 13 meeting, 


fe insut 


‘ict maf th ° P “ : 
La., ag'€ President's committee on examina- 
in NemO" law of the managers association 


Was appointed by W. O. Cass, general 
agent Mutual Benefit, Indianapolis, 
its 2igPresident of the group. Members of the 
for fie@°Ommittee were selected to represent 
e scholgocal companies, foreign companies to 


son € state of Indiana, and combination 
3; C, Hompanies. 
iR N another action at its meeting last 





asaaaa 





Friday, the managers ‘group em- 
powered the president to appoint a spe- 
cial committee to study the problem 
of the Indiana Medical Society’s en- 
dorsement of a special insurance and 
annuity plan to be offered exclusively 
to physicians in the state. This com- 
mittee is also charged with study of the 
principle involved in such _ endorse- 
ments by any type of society or asso- 
ciation and, broadly, the whole matter 
of mass cover for association groups 
as contrasted to employe groups. The 
committee is further authorized to hire 
legal counsel to aid in its study if it 
deems such advice necessary. 


Life Companies 
Finance Gas Lines 


As of Sept. 30, life companies held 
bonds of natural gas pipeline companies 
totaling $1.13 billion and stocks totaling 
almost $20 million, according to the In- 
stitute of Life Insurance. In 1945, the 
figures were $170 million and $5 mil- 
lion, respectively. 

The nation’s longest pipeline—1,840 
miles from Texas to New York—will 
start bringing natural gas to New York 


next month. It is owned by Transconti- 
nental Gas Pipeline Corp. which was 
largely financed by 18 life companies. 
They hold $175 million of the com- 
pany’s bonds. 


The Illinois department has filed a 
petition in circuit court to liquidate 
Home Mutual Benefit Assn., a burial 
insurance company of Vienna, Ill. The 
petition alleges that the company has a 
membership of only 96 persons, whereas 
the state insurance code requires at 
least 500 members. 





@ The spate of paper work flowing across 
desks and through the mails constitutes 
an important part of the insurance busi- 
ness. To produce this volume efficiently 
and economically ...and with push-button 
convenience ... United Insurance Com- 
pany, Chicago, Illinois, uses the AupDo- 


GRAPH Soundwriting System. 


“We have substantially reduced the 
cost of dictation and transcription by 
utilizing machine dictation. Since stand- 
ardizing on AUDOGRAPH equipment, how- 
ever,” says Mr. G. Blair Hiser, Vice- 
Presidentand General Attorney of United 
Insurance Co., “we haveincreasedour effi- 
ciency and output by about 20% over pre- 
viously used types of dictating machines 


» 


1} | 

A UJ D 0 f R A P H soundwriting increased our output 
by about 20% over previous dictation equipment!” says 
UNITED INSURANCE COMPANY, Chicago, Ill. 











Dictation is EASIER 


with AUDOGRAPH 





AUDOGRAPH sales and service in 180 principal 
cities of the U. S. See your Classified Telephone 


Directory—under ‘‘Dictating Machines.” @ 
Northern Electric Company, Ltd., sole authorized 
agents for the Dominion. Overseas: Westrex Cor- @ 


poration (export affiliate of Western Electric Com- 


pany) in 35 foreign countries. 


TRADE MARK “AUDOGRAPH" REG. U. S. PAT. OFF. 


? 
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@ Increased office output, increased personal effi- 
ciency are the most important contributions to your 
business that could be made at any time. Write 
today for full details on AupocrapH Electronic 
Soundwriting and the efficient correspondence- and 
ore system it makes possible. 

e by The Gray Manufacturing Company— 
established 1891—originators of the Telephone Pay 








Canada: 


f, 
O¢RAPH = 


THE GRAY MANUFACTURING COMPANY, HARTFORD 1, CONNECTICUT 
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Optimum Market Seen in 1951-52 Forecast 


Various recent economic forecasts on 
the effect of the defense program and 
foreign military aid, though hedged by 
comments on the uncertainty of the 
size of the expenses, all indicate that 
the next year or two at least should 
provide a very healthy market for the 
life insurance man to function in. 

According to Sumner H. Slichter, 
Harvard University professor, during 
the next year the output of the country 
will probably increase between $9 bil- 
lion and $23 billion in dollars of present 
purchasing power. The reduction in con- 
sumption required by the defense pro- 
gram and foreign military aid, though 
uncertain, will approximate $6 billion 
a year at present prices. There will be 
a tendency for prices to rise which will 
be reinforced by a tendency of per- 
sonal incomes to increase in the face 
of a probable small drop in the output 
of consumer goods. Increases in the 
size of the labor force, wage increases, 
and increases in the incomes of the 
self-employed will cause a $20 billion 
rise in personal incomes during the next 
year. 

Tax increases will not directly absorb 
as. much as half of the rise in personal 
incomes and some of the increases will 


The Better Half of the 


In no line of work has the important 
contribution of a wife to a man’s success 
been given more recognition than in 
the life insurance business in the last 
few years. Such recognition is a chap- 
ter in the history of the emancipation 
of the American woman just as surely 
as the more spectacular gains in recog- 
nition in industry, arts and sciences of 
the “career” woman. 

The life insurance agent is advised to 
discuss insurance situations before the 
prospect’s wife, wherever possible. 
Wives of clients and prospects have 
long been the staunchest allies of life 
insurance salesmen and can be counted 
upon to display a more real understand- 
ing of the cost of day to day living 
to the family unit than their husbands. 

Likewise, the insurance companies 
and their management staffs have come 
to realize that it is almost as impor- 
tant for them to interview the wife of 
a prospective agent as the man himself. 
This constitutes recognition that a good 
wife with an understanding of her hus- 
band’s business and his problems can 
provide him the extra motivation to be 
successful. 


have no direct effect on personal in- 
comes at all, he said. 

In simple terms, this means that the 
public will have more money to spend 
and less to spend it on. In addition to 
hesitance to buy television sets because 
of the color controversy, credit curbs 
are keeping some buyers out of the mar- 
ket. Would-be buyers of cars are dis- 
couraged by the 15 month maximum 
payment time. Mortgage credit restric- 
tions also have an effect on family 
money outlays. 

The inflated cost of living will suggest 
additional insurance protection for de- 
pendents to keep protection consistent 
with the objectives set by the buyer in 
taking on his program. The social se- 
curity act revision should help. 

Various other related factors are en- 
couraging from the pure sales point 
of view. Not the least of these is the 
improved general quality of agency 
forces developed since the war by com- 
pany training, and the C.L.U., and 
L.U.T.C. programs. 

Seemingly, the only thing agency or- 
ganizations have to fear is other agency 
organizations, and their own _ inability 
to capitalize on a market in optimum 
condition. 


Sales Team 


Important recognition has been given 
by an increasing number of companies 
and agencies to the better half of the 
partnership of the life insurance sales 
team through enabling the agent to 
bring his wife to the various  sales- 
rewarding meetings. Sales have been 
stimulated by the added impetus to 
qualification. All hands have discovered 
that such a practice pays dividends. A 
wife who spends three or four luxurious 
days in some scenic spot at a conven- 
tion arranged for her by her husband’s 
company can’t help but be more favor- 
ably impressed toward that company 
than she has ever been before. Her 
husband’s business associates, people 
who have been just names to her, be- 
come interesting and friendly people. 
She establishes friendships with her 
husband’s colleagues and their ladies 
from other sections of the country, giv- 
ing her appreciation of the national 
scope of the life insurance business. 
Her bonds of loyalty to her husband’s 
occupation and company are 
strengthened mightily. She comes to 
understand the importance of her hus- 
band’s position in the life insurance 


his 


marketing scheme, to have some ac- 
quaintance with the problems which 
beset him and of -the achievements 
which are within his reach. She is able 
to discusss business with her husband 
in a more intelligent and a more inter- 
ested way and both she and her hus- 
band come to realize that in a very real 
sense she is his business partner. 

In these ways, the insurance man’s 
wife has been enabled to chop down 
the barriers that used to divide a man’s 
daily business world and his home life. 
{n life insurance, we seldom find a wife 
with no knowledge of or interest in 
what her husband does. Moving gra- 
ciously in social and community circles, 
many a life insurance agent is provided 
on his distaff side an adept public re- 
lations gal, social secretary, prospector, 
advertising medium, and home office 
supervisor. 


Not only have the women folk py 
turning up in larger numbers at 
ventions and meetings of all sorts; 
recent years, but they have been » 
tending more of the business seggio| 
of these meetings with their husban 
This, along with the other trends 
have noted, is all for the good. A 
who devotes all of her time at a& 
vention sight-seeing or shoppin . 
missing an opportunity to get a hep 
insight into her husband’s calling, # 
calling is also her’s, though she m: 
bear the title of comptroller of 4 
household, coordinator of the kitch 
or director of the nursery. 

The ladies, bless their souls, are , 
last gaining their rightful recognitig 
as important adjuncts to the Success ¢ 
their husbands. To phrase it in ty 
characteristic Judd Benson manne. 
“Ladies, we salute you!” 
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Claire Simpson, newly elected presi- 
dent of Insurance Federation of North 
Dakota, is a partner in the Baker agency 
of Fargo. This is one of the older 
agencies in the state and is also gen- 
eral agent for Maryland Casualty, St. 
Paul-Mercury Indemnity and Minne- 
sota Mutual Life. Mr. Simpson is active 
in many insurance matters. He played 
a large part in the organization of the 
federation something over a year ago. 

Don Cafferty, district manager of 
Northwestern Mutual, and Monty Charl- 
sen, New York Life, were elected to 
represent the city of Stillwater, Minn., 
on the county board. 

Arnold J. Davis, the 15-year old son 
of James Davis, custodian of American 
College of Life Underwriters at Phila- 
delphia, has been awarded a_ bronze 
medal by the Carnegie hero fund com- 
mission. On a bitterly cold February 
day in 1949, Arnold plunged into the 
water fully clothed to rescue a 12-year 
old friend. 

John S. Thompson, president of Mu- 
tual Benefit Life, participated in a panel 
on voluntary health insurance with rep- 
resentatives of the medical and pharma- 
ceutical professions in a program spon- 
sored by Essex County (N. J.) Medical 
Society. The heads of the New Jersey 
Blue Cross and Blue Shield also took 
part. 

Lewis W. Douglas, chairman of Mu- 
tual Life and retiring ambassador to 
England, may become the third Ameri- 
can ever to hold membership in Eng- 
land’s Order of Merit. There are only 
20 members at present, 19 Britons and 
Gen. Dwight D. Eisenhower. The other 
American was former Ambassador 
Winant. 

Arthur P. Morris, general agent of 
Bankers National Life at Newark, as 
national director of the New Jersey 
Junior Chamber of Commerce, has the 
leading part in a documentary movie 
produced by the State department to 
be shown in Germany and translated 
into approximately 25 languages. It 
shows how young men under the demo- 


cratic form of government unite to tak 
action on community problems, The 
selection was the result of the cham. 
ber’s work on the Faulkner municipal 
government reorganization bill. Lag 
year it was selected as the outstanding 
civic organization of the eastern sea. 
board. The film lasts 20 minutes and 
was taken in Morristown. It includes 
numerous shots of local people and 
places. 

Oliver M. Whipple, vice- president of 
Mutual Life, will participate in a panel 
on strategic factors in business borrow. 
ings from banks and insurance com- 
panies at the American Management 
Assn.’s_ finance conference to be held 
Dec. 1 in New York City. 

Carl Cefola, director of Publicity of 
Mutual Life, and his assistant, John 
Brion, participated in the annual “Finan- 
cial Follies” staged by New York 
Financial Writers Assn. Mr. Cefola 
was garbed as Joseph Stalin and Mr. 
Brion as a shady lady. 

Olin C. H. Dygert, manager at In. 
dianapolis for Acacia Mutual, is sending 
a letter to all Acacia Mutual policy- 
holders in the area asking them to find 
room in their homes for the families of 
Pennsylvania national guardsmen trait- 
ing at Camp Atterbury. 

Herbert S. Sloan, general agent for 
Occidental in Indianapolis, is playing the 
lead in the Indianapolis Civic Theater's 
production of “For Love or Money.” 

Richard T. Stith, Jr.. New England 
Mutual, St. Louis, a major in the marine 
air corps reserve, was presented the 
Distinguished Flying Cross for heroism 
in flying supplies to Guadalcanal and 
evacuating the wounded during the last 
war. He is a director of Life Under 
writers Assn. of St. Louis. 


Payments Up $200 Million 


Payments on policies by life com 
panies in the first three quarters of 19% 
totaled $2,774,674,000, compared wi 
$2,586,231,000 in 1949, according to the 
Institute of Life Insurance. 
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FRANK T. McNALLY died at Min- 
neapolis only two months after he re- 
tired as general 
agent of Massachu- 
setts Mutual Life. 
He had been with 
Massachusetts Mu- 
tual since 1911, 
first as general 
agent at Duluth 
and later in part- 
nership with John 
Shambeau covering 
a territory that 
was expanded to 
include Minneapo- 
lis. When this part- 
nership was dis- 
solved Mr. Mc- 
Nally went to Minneapolis to become 
co-general agent with Orrin H. Griggs. 
In 1922 Mr. Griggs resigned, leaving 
Mr. McNally sole general agent, which 
post he held until his retirement Sept. 1. 
A son, Miles W. McNally, succeeded 
his father as head of the agency. 


VENDA M. HUMPHREY, 31, man- 
ager of Gainesville, Fla., for Gulf Life, 
died at Johns Hopkins hospital in Balti- 
more on the 22nd anniversary of his 
service with the company. He was a 
past president of North Central Florida 
Life Underwriters Assn. and past sec- 
retary of the Florida association. He 
had been at Gainesville for eight years 
and prior to that was at Daytona Beach. 

FREDERICK C. VOGT, 53, a direc- 
tor of Colonial Life, died at his home 
in West Englewood, N. J. He was 
chairman of the board of the ice cream 
company in the Bronx which bears his 
ame. 

DR. ALBERT SEATON, 70, medical 
director American United Life, Hoosier 
arm Bureau Life and College Life, 
died at his home at Indianapolis after 

three-month illness. He was the 

huthor of “The Medical Director,” a 
book published by Rough Notes Co. 

HAL M. RICKETTS, 65, general 
agent for Shenandoah Life at Coving- 
on, Ky., died there. He was formerly 
postmaster there. 3 

SAMUEL A. HENCHIE, home of- 
ce cashier of Chicago agencies for 

quitable Society, died at 57. He started 
ith the company in 1922 in the cashier’s 
fice at Winnipeg. Three years later 

e went to Milwaukee as assistant cash- 
et, becoming cashier in 1926. He was 
tppointed assistant cashier at Chicago 
i 1928 and in 1944 was made cashier. 

0. F. WILSON, 88, the first general 
gent in Oklahoma for Aetna Life, died 

Tulsa, where he had lived since his 
ttirement. He was a charter member of 
Dklahoma City Life Underwriters Assn. 

MRS. AGNES B. BURNS, 82, widow of 
he late John H. Burns, Sr., Wichita 
ioneer for many years associated with 
farmers & Bankers Life and Harris, 
burns & Co. local agency and mother of 

obert E. Burns, now president of Farm- 
ts & Bankers and John H. Burns, Jr., 


enior member of Harris, Burns & Co., 
ied following several years of ill health. 
RUH JONES, 53, supervisor for Rock- 
ord Life at Jacksonville, Ill., died sud- 
enly there. He had been in life insurance 
or 32 years. He started with American 
Bankers at Jacksonville in 1918. 
WILLIAM E. GREGORY, 59, died at 
ocky Mount, N. C., where he was dis- 
rict manager for Life of Virginia. 
ARTHUR S. MeCALL, 56, Louisville, 
aveling supervisor for Metropolitan 
ife, died following a heart attack. He 
ad been in the business for 28 years. 


MALCOLM G. DRANE, 53, of the Guy 
gency of Northwestern Mutual in New 
ork died. Mr. Drane had been with the 
ompany 18 years. 





F. T. MeNally 





















































ohnson Speaks at C.L.U. 
onferment at Los Angeles 


LOS ANGELS—More than 400 pro- 
ssional and business leaders and in- 
rance men witnessed the conferment 
the C.L.U. desgnation on 15 qualifiers 
aluncheon sponsored by Los Angeles 
‘L.U. chapter, Life Underwriters Assn. 


stitute 
“No Time to Relax.” He declared that 
not 
C.L.U.’s have no time to relax, but the 
same is true of everyone today. This 
nation now holds world leadership and 
it is basic to keep the economy sound if 
it 1S 
He said 90% of the people recognize 
that we have inflation. Things he listed 
as 
sound are: 
reduce the debt by cutting expenditures; 
cut military expenditures; keep wages 
in close relation to business and prices. 
He declared that we can win every- 
where if 
sound. 


of Los Angeles and Life Ins. Managers 


Assn. 

The conferment pledge and presenta- 
tion of certificates were given by John 
F. Curtis, secretary of the Los Angeles 


chapter. 


Holgar J. Johnson, president of In- 
of Life Insurance, spoke on 


only do the newly designated 


to retain that world leadership. 
necessary to keep our economy 


Pay as you go on taxes; 


we but keep our economy 


Coolidge Describes Aetna 
Conversion to Stricter 
Supervision of Agencies 


Robert B. Coolidge, vice-president of 
Aetna Life, recounted before the an- 
nual meeting of L.I.A.M.A. the story 
of the conversion of his company from 
a laissez faire attitude toward its gen- 
eral agents to a stricter concept of 
company responsibility for supervision 
of agencies. Employing many of the 
L.I.A.M.A. methods, Aetna has become 
a zealous convert, having discovered 
that stricter supervision has helped all 
concerned. 

Mr. Coolidge explained that until 
fairly recent times, it was the com- 
pany’s policy to avoid supervision of 
the general agents’ activities and look 
to them only for results. Occasional 
agency visits were made, but they were 
very infrequent, and many of them 
were little more than gestures of good 
will. No activity reports of any kind 
were required. It was considered im- 
proper for the company even to put out 
an organized sales plan because it might 
infringe upon the functions of the gen- 
eral agent. 

A few years ago, the company con- 
cluded that that concept wasn’t working 
for it. Most of the general agents 
were doing far from a top job and their 
methods and activities were such that 
it saw little chance of improvement 
unless it could help them. 

Basis of Aetna’s supervision is the 
agency plan book and the agency visit, 
supplemented by other devices, mostly 
inspired by L.I.A.M.A. 

The aptitude index is used in super- 
vision, too, Mr. Coolidge said, not only 
as an aid to selection, but as a measure 
of the quantity and quality of recruiting 
activity. 


— 


Error on Radio Holdings 


An editorial headed “Radio Networks 
in Retirement Funds” in the Oct. 27 
issue indicated that the employes’ re- 
tirement fund of General Tire & Rub- 
ber Co. had a more extensive interest 
in the Don Lee Pacific Coast Radio & 
Television Network than is actually the 
case. The editorial indicated that the 
retirement fund would own and operate 
the network, but according to a letter 
from Howard Milford, assistant trust 
officer of the First National Bank of 
Akron, which is trustee for the fund, 
arrangements were made before the bid 
was entered for disposal of all the oper- 
ating equipment, licenses and certain 
other property, leaving the fund in the 
position of landlord “owning several 
desirable pieces of improved real estate, 
all under favorable long-term lease to 
financially responsible tenants.” 

The editorial also stated that the re- 
tirement fund owns the Yankee Net- 
work in New England but Mr. Milford 
points out that this is owned by General 
ie itself, and the fund owns no part 
of it. 


Moynahan Outlines 


Seven Points in 
N.A.L.U. Program 


John D. Moynahan, Metropolitan, Ber- 
wyn, IIl., president of N.A.L.U., out- 
lined a seven-point program for which 
he asked support of agency officers at 
the annual meeting of L.I.A.M.A. He 
listed the following subjects as of para- 
mount importance to life insurance sell- 
ing: (1) sound recruiting and selection; 
(2) sound methods of compensation; 
(3) sound training of agents; (4) sound 
training of trainers; (5) sound under- 
writing; (6) sound group underwriting; 
(7) sound public relations. 

Reasonable qualification laws in every 
state are a vital necessity, he declared. 
Almost one-half of the states still have 
no examination requirement for license. 
“We need your help in those states in 
our efforts to improve qualification 
standards,” he declared. 

Mr. Moynahan told the agency offi- 
cers that in order to continue to attract 
and retain high caliber men it is neces- 
sary to be realistic about compen- 
sation. Today’s agent, he said, is giving 
many times more service than ever be- 
fore. 


Service-After-Sale Era 


“The time consumed in planning the 
sale is rapidly giving way in importance 
to the time problem of service-after- 


sale,” Mr. Moynahan declared. “Yet we 
are still operating on commission scales 
and expense limits which were set up 
to meet conditions where, when the sale 
was made, that was all, where renewals 
were offered as a bonus for keeping 
the business in force, to reduce the cost 


to the public of early lapsation. 


“Our companies, by and large, recog- 
nize this change and have attempted to 
adjust to it, but have been hampered 
by complicated legal restrictions set up 
in a different generation. Compensation 















































is irrevocably tied up with Section 213 
of the New York state insurance laws. 
N.A.L.U. has made studies to aid the 
revision, modernization and liberaliza- 
tion of these laws to meet present con- 
ditions. The farsighted cooperation of 
the companies has been, and we hope 
will continue to be, helpful to this end. 
Improvement in compensation is long 


overdue. Action now is vital!” 


Mr. Moynahan commented that in 
some quarters it was felt N.A.L.U. was 


against group insurance. He said this is 
not true, adding that group life fills 


the intense need of the rank and file 


employes for minimum coverage. “How- 


ever, we must continue to ask our- 


selves seriously whether or not we are 
pointing the way to unions, banks, states 
and the federal government to enter the 


non-agent field of life insurance,” he 
said. “We recognize that times have 


changed, but we haven’t bought the idea 


that the American people would be bet- 
ter off with a term insurance certificate 
as their only life insurance asset. We 
haven’t bought the idea that a master 
policy can replace the personal interest 
and attention of a competent life un- 
derwriter. As we look at this trend 
from a vantage point of four years’ 
experience we are more convinced than 
ever that it is a loose rock and should 
be watched.” 


Tours Western Agencies 


W. T. Plogsterth, director of field 
service for Lincoln National, is making 
a three-week tour of some of the com- 
pany’s western agencies. Accompanying 
him to most of the agencies will be 
F. W. Gale, superintendent of agencies. 
Agencies being visited are at Salt Lake 
City, Sacramento, Oakland, San Fran- 
cisco, Fresno, Los Angeles, San Diego, 
Phoenix, El Paso, and San Antonio. 


There are 12 life companies in the 
United States which are over 100 years 
old and three others that are in their 
100th year, according to the Institute of 
Life Insurance. 
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POSITION OPEN 


Thorough, experienced insurance accountant to head Accounting De- 
partment in Home Office. Man between 40 and 45 desired. Attrac- 
tive opportunity for the right person. All replies confidential. 


FEDERAL LIFE & CASUALTY COMPANY 


Detroit, Mich. 


Direct replies to the personal attention of Mr. F. V. Cliff. 
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_ NEWS OF LIFE COMPANIES 





Lincoln Nat'l Will 
Increase Capital 


Lincoln National stockholders have 
voted to increase capital from $5 million 
to $10 million by a 100% stock dividend 
payable Nov. 22. The last capital in- 
crease was in 1946. 

A quarterly dividend of 25 cents a 
share has also been declared, payable 
Feb. 1. If similar dividends are paid in 
other quarters, it is expected that the 
company will pay dividends totaling $1 
million in 1951, up 25%. 


Conn. General Buys N. Y. 
Site as Investment 


Connecticut General has bought for 
investment 20,000 square feet of land 
at 30-40 Broad street, New York City, 
site of the 47-story 30 Broad street 
building and the five-story Western 
Union building. The former owners re- 
tained the buildings and leased the land 
from Connecticut General for 21 years, 
with long-term renewal privileges. The 
assessed value of the land is $2,580,000. 


Cal-Farm Life Title O.K.’d 


Commissioner Downey has approved 
the name of Cal-Farm Life for a new life 
insurer to be organized in California 
with Farm Bureau backing. 


Sun Life to Split 
Stock 10 for One 


Sun Life of Canada plans to split its 
common stock on the basis of 10 shares 
of the new stock for one of the old and 
reduce the par value from $100 to $10. 

Sun Life stock is selling at close to 
$1,000 a share and during the recent 
wave of buying of Canadian life com- 
pany stocks went to $1,500. It is under- 
stood that the main reason for the 10- 
for-one split is to encourage smaller 
investors to acquire the stock. 

There will be a special meeting of 
stockholders in Montreal in February 
following the annual meeting, to vote on 
the proposed split. The present divi- 
dend rate on Sun Life stock is $20 a 
share annually. Predictions are that the 
new stock will be on a $2.50 or $3 
annual basis and that an extra dividend 
will be paid on the present stock before 
it is split. 


Explains Lack of Dividend 


H. P. Skoglund, president of North 
American Life & Casualty, in a notice 
to stockholders states he does not feel 
he can recommend payment of a divi- 
dend to the board of directors at this 
time. Mr Skoglund’s decision was based 
on the fact that tremendously increased 
business has required more money to be 
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FOR MEN OF ABILITY 


. . « The above is one of the most used and most 
abused captions employed in advertising. But it is not 
misleading when it is backed up by: 


e A working contract that permiis outstanding 


earnings. 


e Policies that stand out in value against any com- 


petition. 


e A management philosophy that is based on the 
axiom that a company succeeds only when its 


agency force succeeds. 


e The most modern and effective selling aid pro- 
gram that can be devised. 


Our representatives are our best advertisements. 
Men of ability are achieving success with ANICO all 
over our territory . . . proving the point. 


You Can Grow with ANICO 


For information without obligation 
address "Executive Vice-President" 





tives are ANICO’s 
best advertisements. . 


They know they 
have a contract sec- 
ond to none. 


They know their 
policies are leaders ® 
in value, 
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OVER 2 BILLIONS OF LIFE INSURANCE IN FORCE 








set aside as reserves, while operation ex- 
penses have also increased and an ad- 
ditional outlay of more than $17,500 has 
been made necessary by the recent re- 
vision in the income tax law. 





Hamilton Is Paul Revere 
Vice-President for Canada 


Paul Revere Life has been admitted 
to Canada and will establish a Canadian 
head office at Ham- 
ilton about Dec. 1. 

William E. Ham- 


ilton of Guelph, 
who recently re- 
signed as_ cabinet 


minister in the On- 
tario government, 
has been named 
vice-president and 
general manager 
for Canada. He 
has been active in 
life insurance sales 
work for 26 years. 
Much of that time 
he has operated an 
agency established by his father for Sun 
Life of Canada more than 50 years ago. 

Plans call for the establishment of a 
number of agency offices across Canada 
and aggressive development of the entire 





Hanilton 


W. E. 


life, accident and_ sickness line of 
policies. ‘ 
Paul Revere agency representation 


now covers all states, the District of 


Columbia and Hawaii. 





Lawrence Pacific Mutual 


Director of Training 


Expanding its home office agency 
staff to keep pace with its intensive pro- 
gram of field development, Pacific Mu- 
tual Life has appointed John W. 
Lawrence as director of training. 

Mr. Lawrence, a C.L.U., has a long 
and consistently successful record in 
selling, field management and training. 
For several years he has been with Pru- 
dential as manager at Salt Lake City 
and more recently at Houston. His unit 
earned the company’s agency citation 
for top all-around performance. 

Mr. Lawrence received the C.L.U. 
agency management certificate in 1943. 
He has been active in association work 
and has taught C.L.U. and L.U.T.C. 
courses. 


Prudential Box Cars 


General American Transportation Co. 
of Chicago is producing at the rate of 
15 a day the first production run of 360 
of the new type, all steel freight cars 
financed by Prudential for rental to 
railroads. The first cars will go into 
service in mid-December. About 100,000 
cars, which rent at about $150 a month, 
will be manufactured. The cars, in tests 
over the last four months, have had an 
average income ranging from $1,900 to 
$2,200 monthly. 


Third Quarter Tops Ist Two 


New business of Ohio State Life for 
the third quarter is up considerably and 
the third quarter exceeded the first and 
second. As of Sept. 30, business in 
force was $215,821,705, assets $54,317,- 
649 and capital, surplus and contingency 
funds $5,417,205. 


To Move in Late November 


Home Beneficial Life will move into 
its new home office building at 3901 
West Broad street, Richmond, some 
time in late November. The building is 
unique in that it has all its aircondition- 
ing and heating equipment, including 
boilers, in the upper story. 


Best Oct. for Great-West 


Great-West Life reports October sales 
of $21,610,885, up $814 million, the best 
October and third largest of any month 
in company history. 

Total business for the year to date is 
$205,518,968, and tops all previous totals 
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prior to last year. Chicago leads, Ca; 
fornia placing second. The Tory, 
branch ranks third and Vancourer 
fourth. Ome-third of the branches ,, 
ahead of their entire 1949 production, 








floors. 
Bankers National Retains Clear 
Foosaner as Consultant Life 8 
Samuel J. Foosaner, Newark attorne the “oe 
has been retained by Bankers Nation, Poske 
Life of Montclair, N. J., to advise ay 10 ding 
consult with its field force on all my. . el 
ters involving federal taxes on life i.p “ 
surance and related legal and tax queef ” mat 
tions. my tfomove 
Mr. Foosaner is a member of Fy, high loc 
saner & Saiber and is a graduate § "°° 
the Wharton school of  Universiy 
of Pennsylvania. He is a forme Eight I 
chairman of the life insurance sectice 
of the New Jersey Bar Assn. and hy Postal 
contributed many articles on taxes ap tie first 
they relate to life insurance to egg 1949 
ing life insurance periodicals. He x Septembe 
the author of “New Tax Approach “7 of tl 
in Life Underwriting.” 1950 will 
force NOV 





Dallas Company to Build 


United American Insurance of Daly 
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will erect a $1 million air-conditiongp State \ 
home office building at Akard anip ber in its 
Cochran streets. Construction js sched. to $9,474, 
uled to begin Jan. 1 and a minimum gif were up 
critical materials will be used. months w 
Plans call for five stories and pen-§ ty 238%. 
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= QUALITY COMPENSATION 


very unusual, and well vested 
General Agents contract ... 
9 and att for the 
career life underwriter... with 
extra automatic financing com- 
missions ... pays well for qual- 
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ity men and General Agents ..- of finance; 
: a fine pension plan. professor of! 
= Dr. Gordon 
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- handle the 


two week home office schools, 
refresher schools, for career 
men...constant group training 
for both young and veteran 
General Agents --.in selection 
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Vancouye There will be 50,000 square feet of func- 
anches af sional office space on the remaining five 
duction, F aoors. 
tains § Clear Site for Home Office 
int Life & Casualty has begun to remove 
| the buildings from the corner of Church 
k attorney sreet and Fourth avenue in Nashville 
‘S Nation jo make way for its new home office 
advise an puilding. Actual construction, however, 
yn all ma. will depend on costs and the availability 
on life jp. of materials. It was originally planned 
L tax ques. to move the home office to Knoxville but 
4 high local privilege taxes prohibited the 
T Of Fook nove. 
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niversity 


a form Eight Months Top All 1949 


ICE SeCtiog Postal Life’s new paid-for business in 
. = has the first eight months topped the whole 

cs am: vhich, in turn, was up 180%. 
e to leah 1949 which, p Jo 


September and October paid-for totaled 


ls. He x . A ria Page ; 
45% of the eight months, indicating that 
\pproaches pie will be up 100%. Insurance in 


force now is more than $48 million. 
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Best Oct. for State Mutual 


State Mutual Life had the best Octo- 
\kard ber in its history, ordinary amounting 
n is - to $9,474,511, up 14%. The 10 months 
inimum of were up 28%. Group life for the 10 
1 





’ months was up 75% and group casual- 
and pent-§ ty 238%. 


cutive an( 
Stage Wind-Up Drive 


Pacific Mutual Life’s field force will 
: participate in a wind-up drive with 
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ducers who lead in new business in the 
closing weeks of the year ending Dec. 
15. Pyramiding of sales momentum will 
be the theme. 


~ NEWS ABOUT LIFE POLICIES 





Continental Amer. Revises 
Juvenile; Issues New Plan 


Continental American Life has com- 
pletely revised its juvenile plans and 
has introduced a new plan called the 
“estate builder.” 

Full coverage is immediately available 
for all ages after the first birthday and 
in New York for ages 0 to 4, inclusive, 
full coverage on and after the anni- 
versary nearest age 5. Prior thereto, in 
New York, the sum insured is return of 
premium due and paid with 3% interest 
to the policy anniversary next succeeding 
the date of death. For ages at issue 
5 to 9, inclusive, full coverage is avail- 
able immediately. 

The plan is issued standard on both 
the full benefit at age 1 and on the re- 
turn premium basis. 

On the anniversary nearest age 21, 
the policy automatically becomes a pre- 
ferred class life paid up at age 65 policy 
for $5,000 for each $1,000 original 
amount with no increase in premium and 
the regular change-of-plan provision of 
Continental American contracts becomes 
operative. 





Bankers National Has New 
Family Income Plan 


Bankers National has brought out a 
new family income plan. The family 
income rider is attached only to new 
policies, other than term, and is available 
to provide either $10 or $20 per month 
for each $1,000 of face amount of the 
basic policy, and may run from the date 
of the policy for either 20 years or to 
the insured’s age 60 through 70. This 
latter feature ties in with social security 
and makes the benefits payable to a 
widow right up to the time she reaches 
age 65. 


N. E. Mutual Ups Dividends 
on Post-1938 Policies 


New England Mutual has adopted a 
new scale of dividends for payment in 
1951. Policies issued since Jan. 1, 1939, 
with options on the standard annuity 
table, will receive dividends somewhat 
larger than under the previous scale. 
All policies issued prior to Jan. 1, 1939, 
with options on the American Experi- 





ence table, together with paid-up poli- 
cies and retirement annuities, will con- 
tinue to receive dividends on the for- 
mula which has been in effect since 
1948. 

The directors have voted $16 million 
for payment of these dividends. This 
compares with $14,400,000 in 1950. 

Dividends left on deposit and funds 
under settlement options will be cred- 
ited with interest at 3%. 





Raps NSLI Standards 


Representative Dague has criticized 
the fact that a person may be eligible 
for military service but ineligible for 
National Service life insurance. He 
cited the case of a soldier denied NSLI 
because of varicose veins and_ later 
killed in Korea. The soldier’s widowed 
mother could receive compensation only 
by a special act of Congress, Dague 
said. He said he plans to introduce a 
bill to compel the issuance, on applica- 
tion, of NSLI to everyone accepted for 
military service. 








John Hancock last week reprinted in 
11 metropolitan dailies on Armistice 
Day its current advertisement on the 
Unknown Soldier as its message of 


dedication for Armistice Day. 



















awards for agencies and individual pro- 


Public Savings Life’s annual luncheon 
in honor of its employes was addressed 
by James M. Waddell, executive vice- 
president of Pilot Life. The company 

















half 3 ‘ : 2 
‘three was also celebrating moving into its new 
CE oe building at 304 Meeting street, Charles- 
on of ton, S.C. 
nillion 
e very 
«full Twenty-five district managers of the 
aR Farm Bureau companies are attending 
sub Mp2 five-day school in management at 
direct Mm Columbus, O. These men have been 


promoted from agents to district man- 
agers during the year. 
















ns #C-L.U. Course at Ohio State 

t... GBR Arrangements have been made by the 
“ee Columbus chapter and Ohio State Uni- 
Myre ipversity for a C.L.U. course. Instructors 
‘qua i will be Dr. E. F. Donaldson, professor 
ats». of finance; Dr. J. H. Davis, associate 


professor of business organization, and 
Dr. Gordon McKinley, assistant profes- 
sor of banking. Dr. John S. Bickley, 
associate professor of insurance, will 
handle the principles of life insurance 
ourse. 







eteran 
“ae ough Notes SS Booklet 
es. Rough Notes Co. has got out a new 


bocket-size booklet answering questions 
About sales procedure or provisions of 
he new social security law. The booklet 





‘tious WEES thoroughly indexed and is specific on 
nts to es angles down to many suggested 
rs ordings for use with the prospect. It 
) te 





pontains ideas for package and program- 
ming sales, together with a summary of 
u€ Major provisions of the new law 
ich is of interest to life insurance 
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Palls on Last 3 Toppers 


Asa V. Call, president Pacific Mutual 
¢, recently visited the Ganster agency 
Pittsburgh, the Exeter agency at 
it Lake City and the Rappaport 
bency at Chicago, thus winding up a 
8 of visits to winning agencies in 
€ company’s nationwide drive. 























































(,ood, Varied 
—And FREE! 


Lincoln National Life representatives like their company’s 


home office direct mail service because: 
They can choose from 26 pre-approach or gift letters. 
They know they are getting sales help of real value. 


And they pay no preparation or postage costs. 


This effective, free direct mail service is another reason 


for our proud claim that LNL is geared to help its field men. 


The 


LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its name indicates its character 
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ACCIDENT AND HEALTH 





Deadline Extended on 
Senate Health Inquiry 


WASHINGTON — Deadline for re- 
ceipt of answers to the Senate health 
subcommittee’s questionnaire covering 
operation of voluntary health and 
similar plans has been extended from 
Nov. 15 into December, but no new 
definite date was announced. Committee 
staff sources said it was found impos- 
sible to gather the data desired by Nov. 
15. The subcommittee will probably 
not meet until after most of the material 
is in hand and compiled. 

Morris Pike, associate actuary of 
John Hancock, has been working with 
the subcommittee staff by appointment 
of Republican minority members of the 
committee. Elling Aannestad, who is at- 
tached to the library of congress, was 


selected by majority committee mem- 
bers as assistant director of the staff 
and is in charge of the working setup 
of the committee. Both are said to as- 
sist and advise Dr. Dean Clark, staff 
director of the committee. 


Life-A. & H. Combination 
Gives Agents Broader Field 


Aside from the fact that A. & H. and 
life insurance naturally supplement each 
other, the increase in the number of 
companies writing both lines is due in 
great measure to the broader field that 
is thus given to their agents. 

While there are many A. & H. spe- 
cialists who have made success of writ- 
ing that business only, some of the 
companies which formerly wrote A. & 
H. only found that it was difficult for 

















It is time to call a halt to the reckless at- 


tacks being made on the American dollar 





and the attempts to get large numbers of 


our people to abandon sound investment 
policy in favor of the will-o-the-wisp wild- 


i 
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nflation hedge policy advocated in some 
juarters. 


Every thoughtful life underwriter has a 
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A Discussion of 


Inflation... 
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Life Insurance 
and 
Today's Dollar 








We 
Insurance and Today’s Dollar’ — which 
should help you clarify the thinking of the 
man who backs away from life insurance 
because 


days. 
can do much to wipe out doubts as to the 


solemn obligation to help protect the buy- 


ng power and integrity of the dollar. The 


future welfare of our homes is so de- 


yendent upon sustaining the buying power 


and integrity of the dollar, that you de- 
fend the homes of our nation when you 
defend the dollar against those who at- 


ack it either for selfish reasons or be- 
‘ause they do not understand what is at 


stake, 


have prepared a new Study—*‘Life 


of all the Inflation Talk these 


In it are facts and figures which 


future value of the dollar. 


Also new—our booklet for the prospect— 


‘If You Are Just Coming. Under Social 


Security”—A top-approach idea to part- 
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RESEARCH 


PAUL SPEICHER - PRESIDENT 


1ers, sole proprietors, professional men 


and others who are coming under Social 
Security as of Jan. 1, 1951. 


SAMPLE PACKET—$1.00 


THE INSURANCE 
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DIANAPOLIES 
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IN ILLINOIS — MISSOURI — INDIANA 


Complete line of MODERN Life, Accident and Health and 
Hospitalization coverage. 


Top earnings plus aggressive Home Office Assistance 
is offered to qualifiers. Write in strict confidence. 
D. T. LUND, Agency Manager 
PIONEER LIFE INSURANCE COMPANY 


Rockford, Illinois 
“OUR 25TH SUCCESSFUL YEAR” 


WANTED 

















the mine-run of agents to keep them- 
selves busy or write enough business in 
that field to make it really profitable for 
them, with the result that they started 
writing either life insurance or fire and 
casualty lines for other companies, often 
to the detriment of their A. & H. pro- 
duction. These particular companies, 
therefore, got into the life field in self- 
protection. 

A similar condition has existed, to a 
certain extent at least, among life com- 
panies, and especially the smaller ones. 
When so many other companies were 
writing A. & H. along with life, their 
agents wanted the same privilege and 
the desire to keep the agents satisfied 
and allow them to increase their income 
without going outside of their organiza- 
tion was unquestionably a factor in 
many cases in their taking on the addi- 
tional line. 


Chicago A. & H. People 
Fete Orphans Dec. 19 


Chicago A. & H. Assn. has set Dec. 
19 as the date for its annual Christmas 
party for orphans. This year 100 boys 
and girls from a Catholic orphanage and 
from a Lutheran orphanage will be en- 
tertained at luncheon in the LaSalle 
hotel. There will be movies and enter- 
tainment, the climax of which is the 
appearance of Santa Claus with a clown 
as an assistant to pass out gifts and 
candy. : 

Harold L. Bredberg, National Service 
& Appraisal, is in charge of the party. 


Doctors, Agents Confer 


King County Medical Society and 
Seattle Assn. of A. & H. Underwriters 
at a meeting Nov. 8 took up the question 
of “How Can the Medical Profession 
and Insurance Men Work Together?” 
Moderator was Clayton L. Walton, 
Monarch Life, president of the A. & H. 
association. 

The problems of each group were pre- 
sented by Dr. Clark C. Goss on behalf 
of the medical society, and Hubert Mc- 
Lellan, Metropolitan Life, representing 
the insurance group. 

Dr. Goss read a letter recently sent 
to all A. & H. companies in Washington 
in which the doctors discussed the prob- 
lems of completing lengthy and detailed 
reports and called attention to the fact 
that many patients are of the opinion 
that doctors are overcharging them be- 
cause the physician’s or surgeon’s fee 
exceeds the schedule in an A. & H. 
policy. 

Participating in the panel in addition 
to Dr. Goss were: Dr. Ralph H. Lee, 
president King County Medical Society; 
Dr. Harold E. Nichols, national com- 
mitteeman of American Medical Assn., 
and Dr. Alfred J. Bowles, legislative 
chairman of the King County Medical 
Society. 








Texas Steering Group Meets 


The executive committee of Texas 
Assn. of A. & H. Underwriters met at 
Waco with the officers of the associa- 
tion there. A plan for checking on sus- 
pended local associations with a review 
of the problems through letters by the 
president and secretary to the members 
of the associations was adopted. It was 
decided to hold the next meeting at 
Abilene Jan. 13. 

Hal Terry, Aetna Life, Houston, re- 
ported on plans for the sales congresses 
to be held in December. R. L. Gulley, 
Sr., Federal Security Life, was com- 
mended for his work on newspaper 
“ads” which were run in cooperation 
with the A.M.A. advertising campaign. 


Union Mutual UCD Policy 


Union Mutual Life has brought out 
a complete program of unemployment 
compensation disability benefits for em- 
ployers having five or more employes. 
It is now being written through its 
Pacific Coast agency, Swett & Craw- 
ford. 

Plans having a weekly minimum 
benefit of $20 to a maximum of $32, de- 
pending on the size of the group, are 
available. 
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SALES MEETS 


Central Life Field 
Men Meet New 
President, J. H. Wood} i: com 


Expansion and development, cop, business 
pany-wise, agency-wise, and for the ip. @ their wi 
dividual producer, was the keynote off from the 
a talk made by President J. Hany 









Centra 





Ambro 
Stoughto: 
Towa, wa 
groups. : 
meeting { 
record. T! 
to a refr 
have atter 
structors 
president 
cies; Carl 
and Roy 
About 30 
J. H. Wood Alfred MacArten) he fin: 
to a meet 
Wood of Central Life of Illinois at afarea. Pre 
meeting in Chicago. part. Gen 
Leading producers from Illinois, Ind. cluded Ka 
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Director Lester L. Johnson, who pre. 
sided, characterized the gathering a Americ« 
being in the nature of a homecoming : 
as well as the opportunity for Centrig America 
Life field men in the middle west topstties of re 
meet the new president, Mr. Wood, }* Agents 
em and Dallas 
Home Office Men Participate Antonio u 
Other home office personnel participa-f dent S. E. 
ing in the program were H. L. Schroe.§actuary, an 
der, agency director, and A. C. Young} “ent of as 
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sion; D. S. Fairchild, manager, A. & Hpt¢ Mempl 
department; and Benjamin Getzoff, man-f48encies. 
ager sales promotion department. The Hou 
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- ancial position of the Central Life and the United States are beginning to 
ag reat opportunity for expansion un- recognize the tremendous contribution 
its 8 that is being made by the agency sys- 


jer the leadership of Mr. Wood. 








Home State, Okla., 
Marks 21st Anniversary 


The annual convention of Home State 
Life at Lake Murray, Okla., celebrated 
the company’s 21st birthday and the at- 
tainment of the $100 million class in 


N ood 
















nt, com. business in force. About 215 agents and 
or the inf their wives attended together with 85 
eynote off from the home office. 





z Central, Ia., Has Wis. Rallies 


Ambrose Osterheld, general agent at 
Stoughton, Wis., of Central Life of 
Iowa, was host to two meetings of agent 

oups. The agency was honored as the 
meeting place because of its outstanding 
record. The first three days were devoted 
to a refresher course for agents who 
have attended the home office school. In- 
structors were Francis L. Merritt, vice- 
president and superintendent of agen- 
cies; Carl Zimmerman, sales supervisor, 
and Roy Campbell, assistant secretary. 
About 30 agents attended. 

The final three days were given over 
to a meeting of general agents in that 
area. President W. F. Poorman took 
part. General agents in attendance in- 
cluded Karl Anderson, Canton, O.; B. E. 
Linder, Cleveland; William Jordan, Chi- 
cago; E. L. Gifford, Dubuque, Ia., in ad- 
dition to all those in Wisconsin.. 
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American H. & L. Regionals 


American Hospital & Life held a 
e west to series of regional meetings, Oct. 30-Nov. 
Wood. |* Agents from Oklahoma, Fort Worth 
; * Band Dallas attended a meeting at San 
te Antonio under the direction of Presi- 
participat dent S. E. McCreless, William Hinsch, 
L. Schroe-f actuary, and Revice Brown, superinten- 

C. Young dent of agencies. — They were also in 
strial div.pcharge of the meeting at Little Rock for 

the Memphis, Jackson and Little Rock 
‘Bagencies. 

The Houston meeting for the Beau- 
mont and Houston agencies was under 
the direction of Henry von Pein, second 
ice-president and group manager, and 
V. C. Murphy, vice-president and sec- 
retary. The one at Kansas City for 
hicago, St. Louis and Kansas City, 
was directed by A. W. Cantwell, second 
ice-president and manager of wholesale 
livision, and E. O. Severin, second 
vice-president and chief underwriter. 


ash. Nat’l Has Wis. Meet 


Washington National held its an- 
tual Badger State meeting at Madison, 
is, with arangements in charge of 
Brace M. Stahl, Madison general agent, 
md Glenn R. Cramer, Beaver Dam. 
ompany officials attending included 
. R. Kendall, president; R. J. Wetter- 
und, vice-president; A. M. Hanson and 
. P. Oertel, agency supervisors, and 
. H. Halverson, assistant secretary. 
Charles B. Stumpf, Illinois Mutual 
asualty, Madison, past president of 
nternational Assn. of A. & H. Under- 
titers, spoke at the banquet. 


& C. Has Mo. Meeting 


| Paul Mountcastle, president; C. M. 
Herron, vice-president, and J. P. Byrne, 
ssistant vice-president of the Life & 
asualty, conducted sales conferences 
ith 75 Missouri agents at St. Louis. 
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hange Expected in Iowa 


DES. MOINES — Gov. Beardsley, 
epublican, who was reelected for an- 
her two-year term, is not expected to 
appoint Sterling Alexander, present 
PmMmissioner, whose term expires July 1. 
Charles R. Fischer, who preceded Al- 
ander as commissioner, is a close 
end of the governor and served as his 
Mpaign manager two years ago. 












V. J. Pobrislo, manager for California- 









Says Managers Should 
Recruit to a Pattern 


Recruiting is the process of finding 
raw material and selection is the process 
of deciding what raw material can best 
be made into a profitable agent, James H. 
Cowles, agency vice-president Provident 
Mutual, told the Indianapolis managers. 

He said that one of the manager’s 
responsibilities is to recruit to a pat- 
tern. “New men should be selected be- 
cause they fit the group and can be 
handled with the agency’s existing fa- 
cilities,” he opined. He also stated that 
too much emphasis is sometimes placed 
on turnover in the business. ‘The busi- 
ness takes the blame for turnover of 
the type which occurs in school in other 
professions.” 





Service Being Recognized 
Hal L. Nutt, director of the Purdue 
course, told Columbus Life Managers 
& General Agents Assn. that the de- 
fenders of the free enterprise system in 


tem of life insurance selling. It is 
through that channel that so many 
American dollars are marshalled for in- 
dustry and the expanding economy, 
with benefits to policyowner and public 
alike. Not so readily recognized, how- 
ever, is the behind-the-scenes contribu- 
tion of the general agents and managers, 
who assemble, educate and train the 
manpower and coordinate the job of 
distributing life insurance and its at- 
tendant services to the American people. 





Hear Copeland at Newark 


General Agents & Managers Assn. of 
Northern New Jersey held a luncheon 
meeting at Newark Tuesday. Harry C 
Copeland, Jr., district agent at Ithaca, 
N. Y., of Massachusetts Mutual Life, 
talked on “Agent’s Job in the Field.” 





Life Agency Supervisors Club of Chi- 
cago has elected C. A. Fargo, Canada 
Life, as president; Maturin B. Bay, 
State Mutual, vice-president, and Charles 
T. Rothermel, Jr., Moore, Case, Lyman 
& Hubbard, secretary-treasurer. 





Life insurance in force of Old Line 
Life of Milwaukee reached $136,769,129 
Sept. 30, a net gain of $5,847,656 in the 
first nine months, ‘President James H. 
Daggett reports. A. & H. and hospital 
premiums totaled $1,009,379, an increase 
of $59,803 over the same period last 
year. New paid life was $11,379,099, com- 
pared with $11,386,536. Assets Sept. 30 
were $41,116,401, a gain of $1,460,909. 





Citizens National Life, Indianapolis, 
during the last 12 months has written 
$2,848,000 in life insurance, $200,000 more 
than the total of business in force at 
ag Op 1950. The company was founded 
in 1947. 


Reporting Service Ups 2 

Informative Research Los Angeles 
insurance inspection reporting service, 
has promoted Clifford Post to assist- 
ant production manager at San Fran- 
cisco. Mr. Post has been special repre- 
sentative at Sacramento. 

Mr. Post is succeeded at Sacramento 
by George Head. Informative Research 
has made remarkable progress in the 
investigative field and will announce 
plans for further expansion the first 
of the year. 
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business men. 


BERT M. 


Qreat NAMES 
IN INDUSTRY 


If your dealer does not stock the items you wish, 
» write the Bert M. Morris Co., Dept. NU-16 


ORRIS CO. 


Many famous users of Morris desk sets have 





MORRIS FOUNTAIN PENS. A mark of dis- 
tinction. The utmost in writing efficiency 
with streamlined, smart appearance. A 
balanced pen for long hours of comfort- 
able writing...has 5 different quick 
“thread-in” replaceable points for every 
purpose. Choice of eight colors. 


their seals or emblems imprinted in gold. 


desk equipment does “double-duty’ 


“DOUBLE-DUTY” either as individual 
items or...a “Morris-matched” desk set, the sign 
of an efficient executive. The complete desk setting 
shown, pen set, memo pad and holder, “lettertray” 
and ash tray, retail for little more than the cost of 
one higher priced, yet comparable fountain pen set. 

Quality, efficiency and years of service have 
made Morris desk equipment the choice of exacting 


life easier. 








rice on ; ; 
tE INC éstern States Life at Denver, has 

* a alified for membership in the com- 
elphia 4"Miny’s 1950-51 Leading Producers Club. 
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MORRIS DIP SET. The “all-’round” writing 
implement. Same Morris quality and 
appearance. Satisfies routine workers and 
demanding executives alike with instan- 
taneous, efficient, smooth writing. No 
refilling or flooding...holds rnany months 
supply of ink. Choice of nine colors. 


MORRIS MEMO PADS. A “must” on every 
desk ... for the home phone too. Paper is 
readily accessible, yet always kept neat 
by either gold plated bar that drops as 
paper is used, or plain “‘boxed-in” cor- 
ners. Plenty of room for imprinting here. 
Excellent premium or advertising spe- 
cialty. Choice of matching colors. 





MORRIS LETTERTRAY. Masterfully designed 
and engineered for every requirement. 
Two point suspension allows complete 
freedom of access from the entire front 
and sides. Easily adjusted for a single 
or double desk. Strongly constructed 
tiers are quickly added, either letter or 
legal size. 
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The easily adjusted phone rest that 
holds the phone in place without 
crimping your shoulder or strain- 
ing your neck. For the Executive, 
the Secretary or the home. Have 
both hands free, saves time, makes 


MORRIS ASH TRAY. The executive ash tray 
that’s plenty large enough for the heavy 
smoker, yet easily fits most every desk 
—perfect for the conference table. Glass 
liner is removable for quick cleaning. 
Sturdy STYRON base is available in 
grained Walnut, Mahogany, the new 
steel Gray or Bronze to match newest 
styles. 


8651 W. Third St., Los Angeles 48, Calif. 
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AMONG COMPANY MEN 





Mansfield Is Group Head 
of Woodmen Companies 


Woodmen Accident and _ associated 
companies have named Wayland Mans- 
field assistant secretary and supervisor 
of the group department. 

Since 1945 he has been with Con- 
tinental Assurance, for four years in 
New England as supervisor of agency 
and group departments with head- 
quarters at Boston. 

Mr. Mansfield was graduated from 
the college of business administration 
of Boston University in 1930 and started 
in life insurance as an underwriter at 
the home office of John Hancock. He 
transferred to sales work in 1937 and 
for three years represented John Han- 
cock Mutual through the Paul F. Clark 
agency in Boston. In 1941 he joined 


the John Hancock group department 


and for five years served as a home of- 
fice representative, located successively 
at New York, Chicago and Cincinnati. 

The Woodmen companies plan an ag- 
gressive development of group 
franchise business. 


and 





Three Actuaries Promoted 


Canada Life has appointed J. R. Gray 
and D. M. Ellis as associate actuaries 
and G. A. Cooke as grgup actuary. They 
were formerly assistaf® actuaries. 

Mr. Gray joined Cattada Life in 1924 
and was appointed assistant actuary in 
1937. Mr. Ellis joined the company fol- 
lowing graduation from Queen’s Uni- 
versity in 1928 and was appointed assis- 
tant actuary in 1945. Mr. Cooke joined 
Canada Life in 1924 and was made as- 
sistant actuary in 1946. All are fellows 
of the Society of Actuaries. 
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Ray H. Peterson 


President 


GROWING with the WEST 


Since our announcement last month of our new 
‘Home Offices’ in Salt Lake City, business has 
taken another marked upward sweep! The best 
year in our history is fast becoming a record 
year of growth, percentage wise, for ANY Com- 
pany. We’re growing and, naturally, the men 
affiliated with us are growing. Today Pacific 
National and its staff throughout the ten West- 
ern States and Hawaii represent one of the 
fastest growing companies in America. Grow 
with us — there are still ideal territories open. 


PACIFIC NATIONAL 


* 
Life Assurance Co. 
411 East South Temple - Salt Lake City, Utah 
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Kenneth W. Cring 
Vice Pres. & Supt. of Agencies 
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joined Travelers’ 
actuarial depart- 
ment in 1926. In 
1935 he was made assistant actuary, 
and in 1947 associate actuary. He is 
a fellow of the Society of Actuaries and 
an associate of the Casualty Actuarial 
Society. He is on various mortality 
and statistical committees of the So- 
ciety of Actuaries and the Life Insur- 
ance Assn. of America, and is a member 
of the all-industry statistical committee 
for New York state disability benefits. 
He is a consulting actuary of the New 
Haven retirement board and a member 
of the pension board of the town of 
West Hartford. 

The company has created an accident 
and group actuarial department. James 
E. Elston and John -‘W. Clarke have 
been named associate actuaries in the 
life actuarial department. Ralph H. 
Maglathlin and Maurice L. Furnival 
have been named associate actuaries and 
Harold F. Lacroix, Jr., assistant actuary 
in the new department. 


Stamper Assistant V.-P. of 
National Life & Accident 


National Life & Accident has ad- 
vanced Powell Stamper, sales promotion 
manager, to assis- 
tant vice-president 
in charge of sales 
promotion and pub- 
lications. 

Mr. Stamper, who 
recently completed 
25 years with the 
company, started as 
cashier in the 
Jonesboro, Ark., 
branch. He served 
as assistant to Vice- 
president E. B. 
Stevenson and be- 
came sales promo- 
tion manager in 
1938. He was president of Life Insurance 
Advertisers Assn. in 1946-47. 

Besides serving as L.A.A. president, 
Mr. Stamper was a member of its execu- 
tive committee for a number of years 
and in 1947 was appointed a member of 
the public information committee of 
L.I.A.M.A. He was the author of the 
article on life insurance advertising in 
the 50th Anniversary Number of THE 
NATIONAL UNDERWRITER. 


Great-West Promotes 
R. E. Cook to New Post 


Robert E. Cook has been appointed 
assistant superintendent of agencies for 
Great-West Life, 
with headquarters 
in Detroit. 

He is a gradu- 
ate of Michigan 
State University, 
entering the busi- 
ness in 1943 and 
becoming district 
manager and later 
manager at Lan- 
sing for Northern 
Life of Canada. In 
1948 he joined the 
Detroit agency of 
Great-West as su- 
pervisor. 

His territory will include Michigan, 
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Agency Members Average 
$300,000 So Far in 1950 


The average production of member; 
of the Dunsmore agency of Equitabk 
Society at New York City so far this 
years is $300,000. The agency require 
production club membership for op. 
tinuance of an agent’s contract. Assist. 
ant managers are required to have, 
minimum of $250,000 annual production, 
The agency has never taken on a man 
who has ever been with another life 
company and specializes in hiring and 
training college men. 

Manager William J. Dunsmore was 
the first president of the New York City 
C.L.U. He also organized the first 
C.L.U. school at New York University. 
He is past president of New York Life 
Managers Assn. and four of his six 
sons are with Equitable Society. 
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Grand Rapids Agency 
Feted, Not Detroit 


An article in last week’s issue stated 
that the Nicholls agency of Penn Mutual 
Life at Detroit was honored at a din- 
ner for its impressive progress. The 
Nicholls agency is at Grand Rapids, not 
Detroit. 


G. F. B. Smith at Nashville 


Citing a 43% increase in life insurance 
sold in the Nashville area in July, Aug. 
ust and September, as compared with 
the same period last year, George F. B. 
Smith, vice-president in charge of ager- 
cies for Connecticut Mutual Life, said 
it indicates “that present prosperous 
business conditions will continue for 
some time,” in addressing the Nortis 
Maffett agency at Nashville. 
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More than 25 agents of the Caldwel 
agency of Connecticut Mutual at Sal 
Lake City attended a three-day cours 
in underwriting practices, including 
taxes and pension trusts. The lecturef 
was Robert B. Proctor, agency assist-# 
ant from the home office and a former 
consultant for L.I.A.M.A. 
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D. C. Moon Joins American 
F. & C. in Mortgage Post 


Dwight C. Moon, who for the pai 
10 years has been mortgage analyst for 
Mutual Life of New York, has resignel 
to take charge of the mortgage loa 
division of American Fire & Casualty 
of Orlando. 

Mr. Moon has spent his entire b 
ness life in the mortgage loan busine 


The 
Unity F 








in the New York area. He was eit] to ge 
cated at Wesleyan University and Dick - 
inson law school. sonal j 
Robert S. Macfarlane, who has jv policies 
been elected president of Northern P 
cific railway, is a director of Weste! 
Life of Montana. ER DEM 
President 
Franklin G. Stull, Penn Mutual at! 
Hans O. Clasen, John Hancock, © HOME OF 


cussed how far management can go! 
agents’ training before the Seattle m 
agers. 
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=f Hawkins Heads Memorial 
1ri . P 
hei Foundation at Ohio State 
COLUMBUS — J. A. Hawkins, 
istee FB avency vice-president of Midland Mu- 
t of they tual Life, was elected chairman of the 
has tie Charles W. Griffith Memorial Founda- 
tual Lit tion for Insurance Education at a meet- 
vestmen ff ing at Ohio State University. C. D. 
Dominick McVay, president of Ohio Farmers, 
became, Leroy, was named vice-chairman and 
lew York Dean Kerr of the Farm Bureau compa- 
the Phi nies, secretary. New members of the 
941 = operating committee are Harry T. Min- 
1947 = ister of the McElroy-Minister agencies, 
“SSE William B. Hoyer, associate general 
agent of John Hancock Mutual Life; 
s. W. Schellenger, superintendent of 


io 


agencies of Buckeye Union Casualty, all 
of Columbus, and Russell Cahall, man- 
ager of Western & Southern Life at 
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Dayton. Five members of the faculty | 


of the university also are on the operat- | 


ing committee. Gilbert Moody, Mutual 


Life, Columbus, was named chairman of | 


the finance committee. 


Superintendent | 


Robinson was chairman of the nominat- | 


ing committee. 
_Among the objectives of the founda- 
tion for the coming year are the addi- 


tion of books and materials to the Grif- | 
fith library; the establishment of two | 


$500 scholarships for seniors majoring 
in insurance, and awarding of funds to 
assist graduate students in insurance re- 
search. 

The foundation was set up as a me- 
morial to Charles W. Griffith of the 
Ralph W. Hoyer agency of John Han- 


cock at Columbus, who was killed in | 


the second world war. 
youngest man ever elected 


France in 
was the 


He | 


president of Columbus Life Underwrit- | 


ers Assn. The library has been estab- 
lished in an attractive wood-panelled 
room in the new addition to Hagerty 
Hall, which houses the college of com- 
merce and administration. It is planned 
to develop one of the most complete 


insurance reference libraries in the | 
country. 
Russ Brown, Columbus insurance 


man, presided at the meeting, and talks | 


were given by Dr. H. Maynard, 
chairman of the department of business 
organization; Dr. Edison L. Bowers, de- 
partment of economics; Dean Walter C. 
Weidler of the college of commerce and 
administration; Edwin S. Overman, in- 
structor in insurance; John S. Bickley, 


professor of insurance, and Frank Haf- | 


ner, president of the University In- 
surance Society. 


Travelers’ Managers Have 
Term Conversion Drive on 


Travelers managers in different cities | 


are experiencing successful sales 
sults from a promotion piece on the 
conversion of term. Results have been 
especially good where all term contracts 
have been brought to the attention of 
branch office staffs and agents nearing 
the anniversary date. 


re- | 


! 


Imprinted on an 8 x 11 picture of a | 
man fishing in a mountain stream is | 


the caption: “No man ever went fishing 
at age 65 on the income from a term 
policy. Don’t let your term expectancy 
or triple protection policies run too long 
before converting to a form that will 


provide an income at retirement. The | 


longer you wait, the more it costs to 
make the conversion.” 


The back of the sheet calls the at- | 
tention of the policyholder to the con- | 


version privileges that go with 


his | 


term policy and asks if he would be | 


knowing, through 
he may make a change 


interested in 


agent, how 


the | 


either to a retirement plan or some | 
other permanent form of life insurance. | 


He is asked to fill out and return an 
enclosed card. 

With these cards goes a_ business 
reply envelope addressed to the branch. 
On the two by four-inch card are sev- 
eral blanks which the policyholder is 
asked to fill out. He indicates that he 
is interested in knowing the conversion 
privileges in his policy and that he can 
be seen at home or business at a given 
date and hour or that he can be phoned 
for an appointment. Space is left for 
him to insert his telephone number and 
sign the card. 





Correct T.D.B. Claim Story 


THE NATIONAL UNDERWRITER erred in 
stating in a recent issue that General 
Accident was the disability benefits in- 
surer of a New Jersey employe who 
collected benefits for a disability in- 
curred 11 days after he left employ- 
ment there to work 5,000 miles away in 
the West Indies. Continental Casualty 
was the carrier of the compulsory dis- 
ability benefits coverage involved and 
has paid the unusual claim. General 
Accident also paid a claim on the case 
but it was on voluntary group carried 
by the second employer, not that on 
the establishment which the employe 
had left. 














hrough the ages, men have sought a security that 
would endure for their families after them. All too often,. 
only their dreams have outlived them. Today, men can 
achieve security of their own designing; security that 
will maintain independence for them and for their fami- 
lies for the period of their own choosing. This is what 
they do when they make use of the truly democratic 
institution of Life Insurance. 

We who are associated with Pacific Mutual are 
proud to be part of this great institution of Life Insur- 
ance; especially proud that through the basic protection 
of our Pacific Mutual New and Unusual Savings Plan 
and our complete range of Life, Accident and Sickness, 
Retirement, Annuity and Group Plans, we can help men 


attain security with independence. 


Freifie Mutual 


LIFE INSURANCE COMPANY 
Home Office: Los Angeles, California 


DOING BUSINESS ONLY THROUGH GENERAL AGENCIES LOCATED 
IN FORTY STATES AND THE DISTRICT OF COLUMBIA 
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COMPLETE PERSONAL INSURANCE COVERAGE 


REPUBLIC NATIONAL LIFE 
INSURANCE COMPANY 


THEO. P. BEASLEY, Presidenr 
HOME OFFICE DALLAS, TEXAS 


Life insurance in force exceeds $305,000,000.00 


Ccevaiier the $10 per day hospital- 
ization and $300 surgical group insur- 
ance program which our company has 
added to our group life and pension 
programs as a most valuable addition 
to security provided for Pan-American 
agents. And all this at no cost to us!’ 
















Francis J. Selman 
President, Dynamo Club 1949-50 
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OFFICE SERVICE and UNDERWRITING 
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Four Hot Subjects—and 
Maybe Five—on Agenda 
of Indiana Association 


Prominent on the agenda of the mid- 
year meeting of the Indiana state as- 
sociation, to be held in Indianapolis on 
Nov. 17, will be four matters considered 
as special problems. They are de- 
scribed in the bulletin to local presi- 
dents and state committeemen as fol- 
lows: 

“Savings accounts supported by life 
insurance are now being instituted in 
Indiana. Are you going to permit this 
further restriction of your market? 

“How long will pension plans be de- 
vised without reasonable state regula- 
tion? How does this affect the individ- 
ual life underwriter? 

“Are you going to stand by and watch 
the state go into the automobile insur- 
ance business? Will health and accident 
insurance be next? Or life insurance? 

“Report on agents’ qualification stand- 
ards.” 

It is also considered likely by ob- 
servers that the highly controversial 
subject of the special insurance-retire- 
ment plan for physicians, endorsed by 
the Indiana Medical Society, may also 
be injected into the discussions of the 
mid-year meeting. 

Promotional mailings about the plan 
were begun by the physicians’ group 
a week ago and brought immediate 
repercussions among Indiana agents. 

The scheduled discussions of insured 
savings accounts and the report on 
agents’ qualification standards, already 
the subject of a recent special meeting 
called by the Indiana association (re- 
ported in the Oct. 20 issue of THE 
NATIONAL UNDERWRITER), are considered 
by Indiana observers as being equally 
as explosive as discussion of the med- 
ical society plan. 

The luncheon of the mid-year meet- 
ing of the association will be held jointly 
with the Indianapolis association. Speak- 
er will be Irene P. Monfort, Union Cen- 
tral, Cincinnati. 

The Indiana state association, under 
its most vigorous leadership in recent 
years, is attacking major problems in 
the state head-on and is expected to 
produce fireworks throughout the year. 


Iowa Quarter Million 
Club Honors Shepherd 


DES MOINES—Iowa Quarter Mil- 
lion Dollar Club at its fall meeting here, 
paid honor to C. V. Shepherd, general 
agent at Cedar Rapids for National Life 
of Vermont, who has been named vice- 
president in charge of agencies. 

A trophy was given Mr. Shepherd 
by the club to commemorate his services 
to the organization of which he is a 
life member and a past president. More 
than 70 were in attendance, one of the 
largest meetings of the club. 

Speakers included Willard Lowen- 
burg, Equitable of Iowa, Fort Madison, 
who spoke on “How I Sell Over 100 
Lives a Year”; Jack E. Frost, Equita- 
ble of Iowa, Waterloo, “Property vs. 
Life Insurance,’’ and Lowell P. 
Schwinger, Northwestern Mutual, 
Waterloo, “Ideas.” 

Will Zaiser, Prudential, Des Moines, 
president of Iowa Assn. of Life Under- 
writers, led a discussion on estate plan- 
ning. 








Life Insurance Only Real 
Hedge Against Inflation 


The only real hedge against inflation 
is more life insurance, Peirce, 
Massachusetts Mutual, Indianapolis, 
president of Indiana State Life Under- 
writers Assn., told members of the Terre 
Haute association at a luncheon meeting. 

“A study of the market over the years 
will reveal the rise in value of common 
stocks, often called an inflation hedge, 





always lags a number of years behing 
the peak of price inflation,” he declared 

From an estate standpoint, Mr, Peirce 
argued, it is wrong to say, “I put in 
100-cent dollars, but my beneficiary wil 
get back only 55-cent dollars. 

“In the first place,” the speaker Stated, 
“you didn’t put in 100-cent dollars pf. 
cause you put them in over the yea; 
The value of the dollars you have a 
your life insurance is the average valy 
of the dollars over the premium-paying 
years. 

“In the second place, even if the ayer. 
age is greater than the value of th 
dollars when the policy becomes a claim, 
the beneficiary will almost always ge 
more of them out than the policyholder 
put in. The only true comparison is be. 
tween the average value of the dollars 
put into premiums and the value of 
the total of settlement payments, Fig. 
ured on that basis, life insurance is the 
best investment hedge of all,” he cop. 
cluded. 


Testimonial for Moynahan by 
Chicago Managers Nov. 29 


A testimonial dinner will be given fo, 
John D. Moynahan, president of the 
National Assn. of Life Underwriters 
sponsored by the Chicago Life Map. 
agers Assn. Nov. 29, at the LaSalle 
hotel. A reception will precede the 
dinner. 

The committee in charge of arrange. 
ments is headed by Edson Chapman, 
Metropolitan Life. 

Mr. Moynahan is manager of the 
oe, Ill., branch of Metropolitan 
uife. 





Peninsula Branch of S. F., 
Assn. Seeks Own Charter 


A talk on the Christmas package sale, 
and a resolution to withdraw from it 
parent association and apply for its owtfy 
charter featured the November lunch: 
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Assn., at San Mateo. 

Don W. Munro, northern Californi 
manager for Union 
demonstrated the various techniques 
selling the so-called “Christmas packag 
sales.” He told how this coverage col 
be added to a client’s program witho 





































STATEMENT OF THE OWNERSHIP, MANAGEME 
AND CIRCULATION REQUIRED BY THE ACT 
CONGRESS OF oaaen sr 1912, as AMENDED Siem 


R 
THE ACTS OF MAR 1933, AND JULY 2, 


(Title 39, United States Code, Section 233) of 2 
National Underwriter Life Insurance Edition, pub 
weekly at Chicago, Ill., for Oct. 1, 1950. 

1. The names and address of the publisher, edi 
managing editor, and business managers are: 
Publisher, The National Underwriter Co., Chicago, f 
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Business Manager, R. J. O’Brien, Chicago, Il. - held a 
2. The owner is: (If owned by a corporation, its Uaour C.L.U. ( 









and address must be stated and also immediately the 
under the names and addresses of stockholders owning 





















partnership or other unincorporated firm, its name 
address, as well as that of each individual member, 
be given.) 

The National Underwriter Co., Chicago, New ¥ 
Cincinnati; Elizabeth W. Herschede and Job 
Herschede, Trustees, Cincinnati, 
wright, Trustee for C. M. 

Cartwright, Evanston, Il. ; 



























George W. Wadsworth, Chicago, Ill. 

3. The known dholders, mortgagees, and 
security holders owning or holding 1 percent or mat 
total amount of , Mortgages or other securities 
(If there are none, so state.) None. 

4. Paragraphs 2 and 3 include, in cases whet 
stockholder or security holder appears upon the bool 
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Grove, Ill.; H. J. Burridge, Cincinnati, Ohio; U. 
Cartwright, Evanston, Ill.; Russell Cartwright, E . T. CG. 
Tll.; Ruth Cartwright, Evanston, Ill; Lessie K. 
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to the circumstances and conditions under which 
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books of the company as trustees, hold stock and 
ties in_a capacity other than that of a bona fide 
5. @ average number of copies of each issue # 
Publication sold or distributed, through the mail 
otherwise, to paid subscribers during the 12 m 
ceding the date shown above was: (This informal 
required from daily, weekly, semiweekly, and tl 
newspapers only.) 8,100. 


R. B. MITCE 
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yndue financial hardship to him; what 
the additional coverage would accom- 
plish, and how the appeal for this type 
of program could be used to great ad- 
yantage in prospecting and increasing 
oo Argilla, California~-Western 
States, president of the branch associa- 
tion, accepted the resolution after a vote 
to have the peninsula group withdraw 
fom the San Francisco association, 
and to make application to N.A.L.U. 
jor its own charter. Under the rules 
calling for 29 members, the peninsula 
group is more than qualified, having 
at present 50 members. The resolution 
will be presented to the executive board 
of the San Francisco association in 
the near future. 


Miles Gets Orr Trophy 


Jackson Miles, assistant ordinary 
manager of Prudential at San Fran- 
cisco, Was given the O, O. Orr trophy 
of San Francisco Life Underwriters 
Assn. at its monthly luncheon session, 
November 9. He received the award for 
his successful work as chairman of. the 
association’s public relations committee 
the past year. With the trophy went $50. 

The trophy was established by the 
late O. O. Orr, a former manager otf 
Prudential, and is awarded annually to 
the association member who does the 
most outstanding job in behalf of the 
organization. The presentation was made 
by Clifford Henderson, Mr. Orr’s suc- 
cessor. Mr. Miles is the first Prudential 
representative to win the trophy. which 
was established in 1941, 

The meeting was under the auspices 
of the local C.L.U. chapter, and four 
men were awarded the designation. 
Edwin T. Golden, top producer for New 
York Life, spoke on “Building a Suc- 
cessful Career in Life Underwriting.” 


Bentley Caravan Speaker 


Kenneth R. Bentley, Northwestern 
Mutual, Danville, Ill, has been an- 
nounced as an addition to the speakers’ 
panel of the Indiana Life Underwriters 
Assn.’s caravan sales congress, sched- 
uled to tour the state March 29-31. 

Mr. Bentley will speak on “My Meth- 
ods of Operation and Why I Like the 
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Insurance Business.” He is past presi- 
dent of the Danville association and a 
director of the Illinois Round Table. He 
will qualify this year for the Million 
Dollar Round Table. 


Holm Reelected 


PROVIDENCE, R. I.—At an officers’ 
meeting of the Rhode Island Life Un- 
derwriters Assn. it was voted unani- 
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SF. Confers CLU Designations 


San Francisco Life Underwriters 

Assn. held a luncheon meeting at which 
our C.L.U. designations were conferred. 
Presiding was Aubrey F. Lee, president 
of San Francisco C.L.U. chapter, the 
onferment was by Hugh W. Davy, 
Home Life of New York, western direc- 
or of C.L.U. The speaker was Edwin 
. Golden, New York Life, past pres- 
dent of the San Francisco chapter. 


U. T. C. Course at Lincoln 


LINCOLN, NEB.—An L.U.T.C. 
ourse has been started with 28 enrolled. 
Ustructor is Len J. Davis, past pres- 
dent of the Nebraska association. 





Little Rock, Ark.—Edward L. Allison 
bf Tulsa spoke on “How to Be Happy in 
he Life Insurance Business.” 

Charlotte, N.C.—Judge Fred B. Helms 
poke, advising leaders to help initiate 
n improved public relations program on 
ehalf of the insurance profession. Pres- 
fent Pat Reilly of the Charlotte C.L.U. 
resented C.L.U. designations. 

Green Bay, Wis.—An advanced training 
ourse has been inaugurated at the local 
Scational school. Frank Mostek, Pru- 


Chester, S8.C.—James Chick, director of 
€ social security office at Rock Hill, 


spoke on the recently revised social se- 
curity laws. President Arthur Aiken ten- 
dered his resignation. He is being trans- 
ferred by Carolina Life to Rock Hill. 


South Bend, Ind. — Twenty have en- 
rolled for the first section of the 
L. U. T. C. course. J. W. Hennessy is 


chairman. 

Omaha—Nineteen are enrolled in pre- 
liminary L.U.T.C. course, with I. W. A. 
Jones, John Hancock, as instructor, and 
22 in the advanced course conducted by 
Harmon S. Jones, ‘Penn Mutual. 

Wichita — J. C. Higdon, president of 
Business Men’s Assurance, spoke on 
“New Opportunities for the Life Under- 
writer.” He said the sale of insurance 
will take care of a part of the purchas- 
ing power which normally would result 
in inflation, and will make more avail- 
able for defense. 

Roanoke, Va. Wayne Metcalf, Fred 
Reynolds and Grover Clay participated 
in a panel discussion on “Opportunities 
in Life Insurance and the Dangers and 
Trouble Spots for the Underwriter” ata 
dinner meeting Nov. 10. 

St. Louis—Stanley E. Martin, Dallas 
general agent of State Mutual Life, 
spoke Thursday on “Life Insurance and 
God.” 

Lansing, Mich.—Leo J. Merten was 
awarded his C.L.U. diploma by Lloyd S. 
Aspinwall, Detroit, vice-president of 
C. A. Macauley & Associates. 

The association adopted a resolution 
opposing any federally sponsored com- 
pulsory health insurance program. 

Flint, Mich.—The L.U.T.C. course here 
has enrolled 41. Franklin C. Comins is 
instructing the first-year course and J. 
Gorton Milliken the second-year course. 

Syracuse—George P. Shoemaker, pres- 
ident of the state association, spoke on 
“No Death of a Salesman,” 

Albany—Albert B. Sherman, North- 
western Mutual, Poughkeepsie, said that 
the worst thing that an agent can do is 
forget his old policyholders. Edward R. 
Gettings, general agent for Northwest- 
ern Mutual at Albany, was congratulated 
on his 20th anniversary with the com- 
pany in Albany. . 

San Antonio—The association had four 
Texas county legislators as guests to 
hear Commissioner Butler speak on “Re- 
codifying and Redrafting the Insurance 
Laws of Texas.” 

Stamford, Conn.—Merle F. Hunt, Phoe- 
nix Mutual, received the C.L.U. designa- 
tion at a luncheon meeting. The 
presentation was made by Robert E. 
Wilkins, president of the Connecticut 
association and a director of the Ameri- 
can Society of C.L.U. 

Columbus, O.—Harold P. Winter, as- 
sistant vice-president of Union Central 
Life said there are three elements neces- 
sary in selling—the company, the buyer 
and the salesman. He laid special em- 
phasis on the task of the life agent. 

New Bedford—John Khouri, president 
of Massachusetts state association, spoke 
on “Pending Legislation and the Social 
Trend.” 

Pasadena—Pasadena-San Gabriel Val- 
ley Life Underwriters Assn. heard a talk 
by Lester S. Roscoe, director of field 
training of Occidental. 

Springfield, I1l.—Howard H. Cammack, 
president of American Society of C.L.U. 
and general agent for John Hancock at 
Albany, N. Y., spoke. The meeting was 
sponsored by the central Illinois chapter 
of C.L.U., who awarded C.L.U. diplomas 
to eight members. 

Newark—Halsey D. Josephson, general 
agent Connecticut Mutual, addressed the 
Northern New Jersey association on 
“Selling Takes Thinking.” 














Sanford M. Bernbaum, Penn Mutual, 
addressed the Seattle managers on “In- 
flation and the Lure of Term Insur- 
ance.” 
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How many times has a warm reception turned into cool indif- 


ference? Protective’s complete 
Agency Service prepares you 
for efficient and successful life 
underwriting and provides the 
know-how to complete the 
sales. 


Want the facts? 
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is a real career 


Our Compensation Plan—Includes liberal 
first-year and renewal commissions, vested 
renewals, lifetime service commissions, 
non-contributory retirement plan, group 
life insurance, hospitalization and surgical 
benefits, and a SPECIAL CASH BONUS 
FOR PERSISTENCY. 

Our Training Plan — Includes continuous 
office and field training in successful sales 
methods, consisting of a 5-point learn- 
as-you-earn program. 


A Complete Line of Policy Contracts 


Personal Relationship—Agency operations 
are exceptionally flexible so that we can 
do things the way you want them done. 


Interested? — Write today for details, 
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INCOME DURING DISABILITY 
¥%& World-wide protection and full 
coverage for both accident and 
sickness regardless of other insur- 
ance owned. 

%& Income for hospital and 
nurse’s expenses to $750.00 a 
month—plus surgery benefits. 
% Life-time accident benefits and 
full monthly income for both con- 
fining and non-confining illness. 
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Life insurance in force exceeds $305,000,000.00 


rm the $10 per day hospital- 
ization and $300 surgical group insur- 
ance program which our company has 
added to our group life and pension 
programs as a most valuable addition 
to security provided for Pan-American 
agents. And all this at no cost to us!’ 
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Four Hot Subjects—and 
Maybe Five—on Agenda 
of Indiana Association 


Prominent on the agenda of the mid- 
year meeting of the Indiana state as- 
sociation, to be held in Indianapolis on 
Nov. 17, will be four matters considered 
as special problems. They are de- 
scribed in the bulletin to local presi- 
dents and state committeemen as fol- 
lows: 

“Savings accounts supported by life 
insurance are now being instituted in 
Indiana. Are you going to permit this 
further restriction of your market? 

“How long will pension plans be de- 
vised without reasonable state regula- 
tion? How does this affect the individ- 
ual life underwriter? 

“Are you going to stand by and watch 
the state go into the automobile insur- 
ance business? Will health and accident 
insurance be next? Or life insurance? 

“Report on agents’ qualification stand- 
ards.” 

It is also considered likely by ob- 
servers that the highly controversial 
subject of the special insurance-retire- 
ment plan for physicians, endorsed by 
the Indiana Medical Society, may also 
be injected into the discussions of the 
mid-year meeting. 

Promotional mailings about the plan 
were begun by the physicians’ group 
a week ago and brought immediate 
repercussions among Indiana agents. 

The scheduled discussions of insured 
savings accounts and the report on 
agents’ qualification standards, already 
the subject of a recent special meeting 
called by the Indiana association (re- 
ported in the Oct. 20 issue of THE 
NATIONAL UNDERWRITER), are considered 
by Indiana observers as being equally 
as explosive as discussion of the med- 
ical society plan. 

The luncheon of the mid-year meet- 
ing of the association will be held jointly 
with the Indianapolis association. Speak- 
er will be Irene P. Monfort, Union Cen- 
tral, Cincinnati. 

The Indiana state association, under 
its most vigorous leadership in recent 
years, is attacking major problems in 
the state head-on and is expected to 
produce fireworks throughout the year. 


Iowa Quarter Million 
Club Honors Shepherd 


DES MOINES—Iowa Quarter Mil- 
lion Dollar Club at its fall meeting here, 
paid honor to C. V. Shepherd, general 
agent at Cedar Rapids for National Life 
of Vermont, who has been named vice- 
president in charge of agencies. 

A trophy was given Mr. Shepherd 
by the club to commemorate his services 
to the organization of which he is a 
life member and a past president. More 
than 70 were in attendance, one of the 
largest meetings of the club. 

Speakers included Willard Lowen- 
burg, Equitable of Iowa, Fort Madison, 
who spoke on “How I Sell Over 100 
Lives a Year”; Jack E. Frost, Equita- 
ble of Iowa, Waterloo, “Property vs. 
Life Insurance,’’ and Lowell P. 
Schwinger, Northwestern Mutual, 
Waterloo, “Ideas.” 

Will Zaiser, Prudential, Des Moines, 
president of Iowa Assn. of Life Under- 
writers, led a discussion on estate plan- 
ning. 








Life Insurance Only Real 
Hedge Against Inflation 


The only real hedge against inflation 
is more life insurance, Peirce, 
Massachusetts Mutual, Indianapolis, 
president of Indiana State Life Under- 
writers Assn., told members of the Terre 
Haute association at a luncheon meeting. 

“A study of the market over the years 
will reveal the rise in value of common 
stocks, often called an inflation hedge, 
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always lags a number of years behing § % °°8 
the peak of price inflation,” he declareg § Y#48° 

From an estate standpoint, Mr. Peitg sales. I 
argued, it is wrong to say, “I put jy _ Josep! 
100-cent dollars, but my beneficiary wij States, F 
get back only 55-cent dollars. ton, ace 

“In the first place,” the speaker state, f © “— 
“you didn’t put in 100-cent dollars be. from th 
cause you put them in over the years and to 
The value of the dollars you have i} %..°° P 
your life insurance is the average valy calling f 
of the dollars over the premium-paying pele 
years. : 

“In the second place, even if the aver. will * , 
age is greater than the value of th th vil 
dollars when the policy becomes a claim § 
the beneficiary will almost always gu}... 
more of them out than the policyholder Miles ( 
put in. The only true comparison is fp. Jacksor 
tween the average value of the dollars manager 
put into premiums and the value oj isco, Wa! 
the total of settlement payments. Fig. af San 
ured on that basis, life insurance is thef Assn, at 
best investment hedge of all,” he con-} Yoyember 
cluded. his succes 

associatior 
Testimonial for Moynahan by "The tr 
Chicago Managers Nov. 29 /:,°..6 

A testimonial dinner will be given forf te assoc! 

John D. Moynahan, president of the§ 20st outs 


National Assn. of Life Underwriters 


sponsored by the Chicago Life Man.) 
cessor. Mr 


agers Assn. Nov. 29, at the LaSalle 





organizatic 


y Cliffors 


hotel. A reception will precede thep presenta 
dinner. was establ. 

The committee in charge of arrange. ‘The mee 
ments is headed by Edson Chapman} the loc 
Metropolitan Life. men were 

Mr. Moynahan is manager of thep win T. | 
Berwyn, Ill, branch of Metropolitan York Life, 
Life. cessful Ca 

: Bentle 

Peninsula Branch of S. F., aad 


Assn. Seeks Own Charter |) 
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A talk on the Christmas package sale, 
and a resolution to withdraw from it 
parent association and apply for its ow 
charter featured the November lunch 
eon meeting of the Peninsula branci 
of San Francisco Life Underwriters 
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Assn., at San Mateo. 

Don W. Munro, northern Californif qj 
manager for Union’ Central Lithy 
demonstrated the various techniques ofp 
selling the so-called “Christmas packag 
sales.” He told how this coverage cowl 
be added to a client’s program witho 
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(Title 39, United States Code, Section 233) 
National Underwriter Life Insurance Edition, 
weekly at Chicago, Ill., for Oct. 1, 1950. 

1. The names and address of the publisher, edi 
managing editor, and business managers are: 
Publisher, The National Underwriter Co., Chicago, & 
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SF. Confe: 


Editor, None. San Fra 
Managing Editor, R. B. Mitchell, Evanston, Ill. Assn. held 
Business Manager, R. J. O’Brien, Chicago, IIL » held a 
2. The owner is: (If owned by a corporation, its mm@four C.L.U, « 
and address must be stated and also immediately tein idi i 
under the names and addresses of stockholders owning Siding wi 
holding 1 percent or more of total amount of s of San Fra: 









not owned by a corporation, the names and address 
the individual owners must be given. If owned b 
partnership or other unincorporated firm, its name 
address, as well as that of each individual member, 
be given.) 

The National Underwriter Co., Chicago, New ¥ 
Cincinnati; Elizabeth W. Herschede John 
Herschede, Trustees, Cincinnati, : 

Cc. M 













ide 
wright, Cartwright Ralls 
Cartwright, ; Hazel W. Branta, Dom 
Grove, Ill.; H. J. Burridge, Cincinnati, Ohio; 
Cartwright, Evanston, Ill.; Russell Cartwright, Eva 
Til.; Ruth Cartwright, Evanston, IIL; Lessie 
Chicago, Ill.; R. E. Richman, Upper Montcla' 
George W. Wadsworth, Chicago, III. 

3. The known holders, mortgagees, and 
security holders owning or holding 1 percent or mot 
total amount , mortgages or other securities 
(If there are none, so state.) None. 

Paragraphs 2 and 3 include, in cases whet 
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- Golden, | 
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nx LINCOLN 
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Unstructor js 
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stockholder or security holder appears upon the bok 
the company as trustee or in any other fiduciary res! atte Rock 
the name of the person or corporation for whom Tulsa spok 







trustee is acting; also the statements in the two he 
graphs show the affiant’s full knowledge and 
toe the circumstances and conditions under which 
holders and security holders who do not appear up 
books of the company as trustees, hold stock and 
ties in_a capacity other than that of a bona fide 

5. The average number of copies of each issue & 
publication sold or distributed, through the 
otherwise, to paid subscribers during the 12 m 
ceding the date shown above was: (This informal 
required from daily, weekly, semiweekly, and t 
newspapers only.) 8,100. 
































R. B. MITCHES 
Sworn to and subscribed before me this 28th 
September, 1950. Ez ; 
H. : 


(Seal) 
My commission expires Aug. 18, 1954. 
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undue financial hardship to him; what 
the additional coverage would accom- 
a, lish, and how the appeal for this type 
; of program could be used to great ad- 
‘tela yantage in prospecting and increasing 
clar 
fr. Peirce eph Argilla, | California-Western 
I put in States, president of the branch associa- 
Clary will tion, accepted the resolution after a vote 
to have the peninsula group withdraw 
fom the San Francisco association, 
and to make application to N.A.L.U 
jor its own charter. Under the rules 
calling for 25 members, the peninsula 
group is more than qualified, having 
at present 50 members. The resolution 
will be presented to the executive board 
of the San Francisco association in 
the near future. 


Miles Gets Orr Trophy 


Jackson Miles, assistant ordinary 
manager of Prudential at San Fran- 
cisco, Was given the O. O. Orr trophy 
of San Francisco Life Underwriters 
Assn. at its monthly luncheon session, 
November 9. He received the award for 
his successful work as chairman of the 
association’s public relations committee 
the past year. With the trophy went $50. 
The trophy was established by the 
late O. O. Orr, a former manager ot 
Prudential, and is awarded annually to 
the association member who does the 
most outstanding job in behalf of the 
organization. The presentation was made 
by Clifford Henderson, Mr. Orr’s suc- 
cessor. Mr. Miles is the first Prudential 
representative to win the trophy. which 
was established in 1941. ; 
The meeting was under the auspices 
of the local C.L.U. chapter, and four 
men were awarded the designation. 
Edwin T. Golden, top producer for New 
York Life, spoke on ‘Building a Suc- 
cessful Career in Life Underwriting.” 
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Bentley Caravan Speaker 


Kenneth R. Bentley, Northwestern 
Mutual, Danville, Ill., has been an- 
nounced as an addition to the speakers’ 
panel of the Indiana Life Underwriters 
Assn.’s caravan sales congress, sched- 
or its owtfuled to tour the state March 29-31. 
ber lunch— Mr. Bentley will speak on “My Meth- 
la brancifods of Operation and Why I Like the 
iderwritesf Insurance Business.” He is past presi- 
.. .pdent of the Danville association and a 
Californif director of the Illinois Round Table. He 
tral Lithwill qualify this year for the Million 
hniques "BDollar Round Table. 


as packag a 
Holm Reelected 


rage coul 
m_ withot} 
PROVIDENCE, R. I.—At an officers’ 
meeting of the Rhode Island Life Un- 
derwriters Assn. it was voted unani- 
mously to reelect Walter K. R. Holm, 
Jr, Connecticut Mutual, Providence, as 
national committeeman. 
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SF. Confers CLU Designations 


San Francisco Life Underwriters 

Assn. held a luncheon meeting at which 
amour C.L.U. designations were conferred. 
Presiding was Aubrey F. Lee, president 
of San Francisco C.L.U. chapter, the 
onferment was by Hugh W. Davy, 
Home Life of New York, western direc- 
or of C.L.U. The speaker was Edwin 
I. Golden, New York Life, past pres- 
; ident of the San Francisco chapter. 


U. T. C. Course at Lincoln 
LINCOLN, NEB.—An L.U.T.C. 
a@pourse has been started with 28 enrolled. 

Instructor is Len J. Davis, past pres- 
dent of the Nebraska association. 





















Little Rock, Ark.—Edward L. Allison 
bf Tulsa spoke on “How to Be Happy in 
he Life Insurance Business.” 

Charlotte, N.C.—Judge Fred B. Helms 
Poke, advising leaders to help initiate 
n improved public relations program on 
pehalf of the insurance profession. Pres- 
“ent Pat Reilly of the Charlotte C.L.U. 
mesented C.L.U. designations. 

Green Bay, Wis.—An advanced training 
ourse has been inaugurated at the local 
cational school. Frank Mostek, Pru- 
ential, is chairman. 

Chester, S.C.— James Chick, director of 
he social security office at Rock Hill, 


















spoke on the recently revised social se- | 


curity laws. President Arthur Aiken ten- 
dered his resignation. He is being trans- 
ferred by Carolina Life to Rock Hill. 

South Bend, Ind. — Twenty have en- 
rolled for the first section of the 
L. U. T. C. course. J. W. Hennessy is 
chairman. 


Omaha—Nineteen are enrolled in pre- 
liminary L.U.T.C. course, with I. W. A. 
Jones, John Hancock, as instructor, and 
22 in the advanced course conducted by 
Harmon §S. Jones, ‘Penn Mutual. 

Wichita — J. C. Higdon, president of 
Business Men’s Assurance, spoke on 
“New Opportunities for the Life Under- 
writer.” He said the sale of insurance 
will take care of a part of the purchas- 
ing power which normally would result 
in inflation, and will make more avail- 
able for defense. 

Roanoke, Va. Wayne Metcalf, Fred 
Reynolds and Grover Clay participated 
in a panel discussion on “Opportunities 
in Life Insurance and the Dangers and 
Trouble Spots for the Underwriter” ata 
dinner meeting Nov. 10. 

St. Louis—Stanley E. Martin, Dallas 
general agent of State Mutual Life, 
spoke Thursday on “Life Insurance and 
God.” 

Lansing, Mich.—Leo J. Merten was 
awarded his C.L.U. diploma by Lloyd S. 
Aspinwall, Detroit, vice-president of 
C. A. Macauley & Associates. 

The association adopted a resolution 
opposing any federally sponsored com- 
pulsory health insurance program. 

Flint, Mich.—The L.U.T.C. course here 
has enrolled 41. Franklin C. Comins is 
instructing the first-year course and J. 
Gorton Milliken the second-year course. 

Syracuse—George P. Shoemaker, pres- 
ident of the state association, spoke on 
“No Death of a Salesman.” 

Albany—Albert B. Sherman, North- 
western Mutual, Poughkeepsie, said that 
the worst thing that an agent can do is 
forget his old policyholders. Edward R. 
Gettings, general agent for Northwest- 
ern Mutual at Albany, was congratulated 
on his 20th anniversary with the com- 
pany in Albany. . 

San Antonio—The association had four 
Texas county legislators as guests to 
hear Commissioner Butler speak on “Re- 
codifying and Redrafting the Insurance 
Laws of Texas.” 

Stamford, Conn.—Merle F. Hunt, Phoe- 
nix Mutual, received the C.L.U. designa- 
tion at a luncheon meeting. The 
presentation was made by Robert E. 
Wilkins, president of the Connecticut 
association and a director of the Ameri- 
can Society of C.L.U. 

Columbus, O.—Harold P. Winter, as- 
sistant vice-president of Union Central 
Life said there are three elements neces- 
sary in selling—the company, the buyer 
and the salesman. He laid special em- 
phasis on the task of the life agent. 

New Bedford—John Khouri, president 
of Massachusetts state association, spoke 
on “Pending Legislation and the Social 
Trend.” 

Pasadena—Pasadena-San Gabriel Val- 
ley Life Underwriters Assn. heard a talk 
by Lester S. Roscoe, director of field 
training of Occidental. 

Springfield, I1l.—Howard H. Cammack, 
president of American Society of C.L.U. 
and general agent for John Hancock at 
Albany, N. Y., spoke. The meeting was 
sponsored by the central Illinois chapter 
of C.L.U., who awarded C.L.U. diplomas 
to eight members. 

Newark—Halsey D. Josephson, general 
agent Connecticut Mutual, addressed the 
Northern New Jersey association on 
“Selling Takes Thinking.” 














Sanford M. Bernbaum, Penn Mutual, 
addressed the Seattle managers on “In- 
flation and the Lure of Term Insur- 
ance.” 
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Got a Swell 





I Lost the Sale 


How many times has a warm reception turned into cool indif- 


ference? Protective's complete 
Agency Service prepares you 
for efficient and successful life 
underwriting and provides the 
know-how to complete the 
sales. 


Want the facts? 


Agency openings in 
Alabama, Tennessee, 


Kentucky and Texas. 


fin 
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PROTECTIVE LIFE 


COMPANY 


PROTECTIVE LIFE 


is a real career 


Our Compensation Plan—Includes liberal 
first-year and renewal commissions, vested 


renewals, 


lifetime 


service commissions, 


non-contributory retirement plan, group 
life insurance, hospitalization and surgical 


benefits, and a SPECIAL CASH BONUS 


FOR PERSISTENCY. 


Our Training Plan — Includes continuous 
office and field training in successful sales 
methods, consisting of a 5-point learn- 


as-you-earn program. 


A Complete Line of Policy Contracts 


Personal Relationship—Agency operations 
are exceptionally flexible so that we can 
do things the way you want them done. 


Interested? — Write today for details. 


Williom J. Rushton, President 


BIRMINGHAM 





ALABAMA 


Serving the 
South 
Since 1907. 
Insurance in 
force 
over $385 
million 











INCOME DURING DISABILITY 
%& World-wide protection and full 
coverage for both accident and 
sickness regardless of other insur- 
ance owned. 

%& Income for hospital and 
nurse’s expenses to $750.00 a 
month—plus surgery benefits. 
% Life-time accident benefits and 
full monthly income for both con- 
fining and non-confining illness. 
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Apple Pie... 


is in order for all America when Virginia 
gathers her rich annual harvest of tasty, juicy 
Winesaps, Jonathans, and Delicious. Virginians keep 
their affairs in apple pie order at all times by relying on 
life insurance to yield sure protection and contribute to 
their traditional independence. 

Helping plant the rich seeds of life insurance in the 

old Dominion are 83 LIFE OF GEORGIA men and women 
... Virginians all. 
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AWORLS RECORD | 


in 2U) Years... 


BROKERS and SALESMEN 
—Use the Liberal Contracts, 
Underwriting Facilities and 
Sales Tools that mean Issued 
and Paid-for Business 
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UNITED BENEFIT LIFE INSURANCE COMPANY 
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in Cedar Rapids Post 


Charles A. Kuttler, on the Daven- 
port, Ia., sales staff of National Life of 
Vermont for 21 years, has been ap- 
pointed general agent at Cedar Rapids, 
succeeding C. V. Shepherd, who was 
recently elected vice-president in charge 
of agencies. ; 

Mr. Kuttler will make his home in 
Cedar Rapids, although his duties will 
also include supervision of the Daven- 
port office. Paul W. Knowles will con- 
tinue as district manager at Davenport, 
as will Leon J. Zoeckler, resident agent. 

Mr. Kuttler entered life insurance 
after service in the first world war and 
several years of teaching in the Daven- 
port public schools. He is a past presi- 
dent of the Davenport Life Underwrit- 
ers Assn. and served as its national 
committeeman for eight years. He is a 
life member of the Iowa Quarter Mil- 
lion Dollar Club. 


Woodward emed in N. C. 


W. C. Woodward, Jr. has been named 
associate general agent in Rocky Mount, 
N. C. for Atlantic 
Life. 

He will continue 
to work jointly 
with his father, 
W.-C. Woodward, 
Sr., who has head- 
ed the agency for 
38 years. 

Mr. Woodward, 
Jr., joined Atlantic 
Life in 1938. He 
was_ instrumental 
in the founding of 
Coastal Plains Life 
W. Woodward, Jr. Of Rocky Mount 
and will continue 
on the board and as a member of the 
finance committee of that company. He 
is a veteran of the last war. 








McKenzie to Corpus Christi 


Paul Revere Life has named Walter 
H. McKenzie, Jr. general agent at Cor- 
pus Christi, Tex. He had been an agent 
for the company at Galveston. He is a 
veteran. Before entering insurance he 
was in retail sales and management 
work. 


Labry to Mobile 


Metropolitan Life has appointed Ed- 
ward A. Labry as manager at Mobile. 
He started with Metropolitan in 1922 at 
New Orleans and was later promoted to 
assistant manager at Tulane, La., and 
manager at St. Augustine and at Pine 
Bluff, Ark. 


Hanson Joins N. American 


Charles A. Hanson has been named 
general agent at Madison for North 
American Life of Chicago. For the 
past five years he has been an agent 
and a field supervisor for National 
Guardian. He is an L.I.A.M.A. grad- 
uate. 





Long Named Supervisor 


Joseph F. Long has been named su- 
pervisor in the Caldwell agency of Con- 
necticut Mutual at Salt Lake City. He 
is a former U. S. secret service man 
and joined Equitable Society in 1942. 
He later joined West Coast Life and 
was its manager before joining Connec- 
ticut Mutual. 





Havens to Parkersburg 


H. J. Havens, formerly manager at 
Indianapolis for Western & Southern, 
has been named manager at Parkers- 
burg, W. Va. 





Baumgarten on Group Staff 


Great-West Life has appointed M. 
Charles Baumgarten as group represen- 
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LIFE AGENCY CHANGES — 

Kuttler Succeeds Shepherd _ ative in the Schwemm agency at Of aon, 


cago. Prior to this he was assistay,§ pivd. Inc 
supervisor in the same agency. 





Name Crow at San Antonio 


Gene N. Crow has been promoted to 
manager at San Antonio for Republic 
National Life. He is a graduate of the 
Southern Methodist course, a Nationa 
quality award winner and a_ member ¢ 
the Texas Leaders Round Table, 





McLean Canadian Head 


Wilson E. McLean of Toronto hy 
been appointed chief agent in Canad, 
for Paul Revere Life, which has bee 
licensed to write life and A. & H. there 
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After 43 years with Metropolitan Lif 
Louis M. Stenger, Appleton, Wis., ha 
retired as assistant manager of the ¢. 
tached office there of the Oshkosh djs. 


trict. He is succeeded by A. B. Skibbafi| serious « 
Menasha. Mr. Stenger was appointed to 

: your . 
an agent at Green Bay, Wis., in 197 B| «3 
became assistant manager at Marinette ig A 
in 1908, and was transferred to Appleto: The Nat 
in 1916. Jackson 









Mutual Benefit H. & A. and Unites 



















Benefit Life have promoted Raymond 
M. Case to assistant manager at Spring. 
field, Ill. He has been office manager 
there. Ok 
Richard B. Hill has been appointe 
district manager for Penn Mutual af} A" oppo 
Lexington, Ky. He has been with thep| men_who 
company 15 years. pervisory 
——— Cae na aN RN == and Indie 
: legal rese 
Reserve Life of Dallas campeny 
> you have 
Nearing Its Goal of ing, traini 
$50 Million in Force indicating 
Reserve Life of Dallas has been erg] 2" educ 
panding its life insurance business a desired. 
: . dress C-5' 


an increasingly 
rapid rate and is 
well on the way to 
achieving its goal 
of $50 million in 
force by the end of 
this year. Last 
Jan. 1 the com- 
pany had $23 mil- 
lion in life insur- 
ance in force. 

Expansion of the 
life department be- 
gan in July, 1949, 
when Sam J. Gil- 
bert joined the S. J. Gilbert 
company as_ vice- . 
president and director of life agencits 
During Mr. Gilbert’s first 12 montis 
with Reserve Life, $18,254,715 in lil 
insurance was produced. During ti 
first eight months of 1950 in-fort 
figure went from $23 million to $3; 
868,679. 


175 W. J 


Seana 


| Florida ¢ 


Wanted — 

territorial | 
Miami; a re 
tween the « 
produce fror 
sonal busine 
cellent broke 
over 100 ye 
all forms of 
confidential. 

Address C-6 
175 W. Jack 













Contest War Risk Policy Dsmasig 


The U. S. Court of appeals at Nell most importan 
York is weighing decision on a WH 2000 square 
risk life insurance policy the gov 914 Wilshire ¢ 
ment is contesting. The insurance Wi 
a $5,000 crew life insurance policy ® 
sued by the government on a merchall 
marine crewman. 

It was to provide coverage for mt 
chant marine crewmen during) travé 
in dangerous waters. The suit involt 
one Vladimar Trushko who disappeatt 
from a British destroyer after he li 
been picked up from a freighter whi 
had been torpedoed. The governmé 
argued that the policy was only intent 
to cover death occasioned by watll 
operations and said that the poli 
had a provision which terminated 
insurance once the insured reach 
place of safety. The beneficiary 1s 
ing that Trushko was picked up by 
destroyer as the result of the torpedo 
and that the destroyer from which 
disappeared did not constitute a PM 
of safety as defined by the policy. 
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WANT ADS 





mum. Limit—40 words per inch. Deadline Tues- 

y at Chi day noon in Chicago office — 175 W. Jackson 
assista, pivd. Individuals placing ads are requested to 
nt make payment in advance. 

i THE NATIONAL UNDERWRITER 

Life Insurance Edition 

ntonio 
moted to 

Republic 
ite of the WANTED 
L Nationa 
ember | Two Group Insurance 
ple, 


Two experienced men wanted, one 


ad 


ronto ha; 


ha as Production Manager and the 
H. thie other as Office Manager for one of 
F| the larger Southern insurance com- 
litan Life panies well established in the Group 
Wis., bal Insurance field. Excellent opportu- 
f the de. FE 
‘kosh dicf| nity for the right man. Prompt and 
B. Skibbafi| serious consideration will be given 
appointeif} to your application if you will write 
\ .. giving complete details to C-56, 
“Apolaae The National Underwriter, 175 W. 


Jackson Blvd., Chicago 4, Ill. 





id United 





Raymond 
at Spring: 
Manager * ® 
Ohio — Indiana 
appointed ; ; . 
Mutual at An opportunity exists for an aggressive 
with thep| men who is qualified to do agency su- 


pervisory work in the states of Ohio 
and Indiana for a medium size mutual 
legal reserve life and accident & health 
, company located in the mid-west. If 
you have a record of success in recruit- 
ing, training and selling and would like 
an opportunity for advancement, write 
indicating age, marital status, business 
and educational background and salary 
desired. All replies confidential. Ad- 
dress C-50, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 
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| Florida Opportunity — 






Wanted — Associate General Agent with 
territorial rights, for Jacksonville and 
Miami; a real opportunity for a man be- 
tween the ages of 30 and 45, who can 
produce from $300,000 to $400,000 of per- 
sonal business and is agency-minded. Ex- 
cellent brokerage setup. Eastern company 


Gilbert Fi over 100 years old; progressive and writes 








» agencits all forms of group. All replies will be held 
12 montli] confidential. Give age and experience. 
15, in lit] Address C-61, The National Underwriter, 
uring th 175 W. Jackson Blvd., Chicago 4, Ill. 

0 in-fore 

n to $3); 

ied PASADENA OFFICE SPACE 


Ne Office space available in Class "A" building on 
Is at Atl most important corner in Pasadena. From 200 to 
on a Wl 20,000 square feet. Parking. Write T. D. Rogers, 


1e  SOverA 9014 Wilshire Blvd., Beverly Hills, California. 
irance W 
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, merchasl 
tonal WANTED 
ng. travel Man or woman experienced in Bank Loan Life 
it involvé Insurance Planning. Excellent position available 
lisappeat® in Los Angeles area. No selling required. 
rer he Write full particulars, including draft status. 





Address C-53, The National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Ill. 
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WANTED 


E> Experienced successful personal producer 
interested in agency management, to start as 









reach Associate General Agent recruiting and train- 
ry 1S ae Ww agents in a growing aggressive agency in 
up by ! ashington, D. C. Address 2.83, The National 






Mderwriter, 175 W. Jackson Blvd., Chicago 4, 
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Seven Connecticut Mutual 
Home Office Men Promoted 


(CONTINUED FROM PAGE 6) 


Aid Assn. He has also served as a 
trustee of Wesleyan. 

Mr. Simpkin has been with Connecti- 
cut Mutual since 1917 and a member of 
its agency department since 1928. Ap- 
pointed assistant superintendent of agen- 
cies in 1934, he has been largely respon- 
sible for the development of the com- 
pany’s agency cost system. He became 
agency comptroller in 1946 and assistant 
vice-president in 1949. 

Mr. Simpkin has been active on sev- 
eral L.I.A.M.A. committees, has been 
chairman of the costs and audit com- 
mittees, and is now chairman of rents 





EK. C. Andersen K. A. Starr 


and salaries committee. On the Com- 
munity Chest, he has served on_ the 
budget committee and as vice-president 
in charge of agency relations. 

Mr. Lyter joined Connecticut Mutual 
as an agent in 1920, becoming super- 
visor at Boston, assistant superintendent 
of agencies and, in 1946, superintend- 
ent of agencies. He attended the Whar- 
ton school of University of Pennsylvania 
and is a C.L.U. He has been a director 
of the Community Chest. 

Mr. Andersen has been with the com- 
pany since his graduation from Trinity 
College in 1922. In 1929 he was made 
agency assistant and soon was advanced 
to educational director. He became as- 





F. O. Lyter H. R. Smith 


sistant superintendent of agencies in 
1945 and superintendent of agencies 
in 1946. A C.L.U., he is also a past 
president of the National Society of 
Sales Training Executives and is a mem- 
ber of the life underwriters training 
committee. 

Mr. Starr entered life insurance short- 
ly after his graduation from Ohio Wes- 
leyan. He joined Connecticut Mutual 
in 1937 after having been with Equitable 
Society and was placed in charge of 
employe insurance plans. He became 
assistant superintendent of agencies in 
1947 and now supervises the develop- 
ment of all forms of business insurance, 
estate planning and insurance for tax 
purposes. 

Horace R. Smith went to Connecticut 
Mutual in 1947 from Purdue University, 
where he had been director of the life 
insurance marketing course. He has di- 
rected Connecticut Mutual’s educational 
and sales training activities. A graduate 
of Knox College and a C.L.U., he en- 
tered life insurance in 1924 and has 
served in the field as an agent, assistant 
manager and sales manager. During the 
war he was director of the staff offi- 
cers training school at the air tactical 
school in Orlando, Fla., and later direc- 
tor of the public relations school there. 
Before army service he was manager 
for Jefferson Standard at Houston. 








in @ series of advertisements outlining advantages enjoyed 
NUMBER TWO 5, field underwriters of the Equitable Life of lows 


TRAINED FOR 


SUCCESS 


Fieta underwriters of the Equitable Life 
of lowa are expertly trained. New associates are 
enrolled in a combined study and field project 
known as the*Basic Training Course. The next step 
in the training process is attendance at a Home 
Office School. Then follow two Intermediate Train- 
ing Courses featuring estate plans, business insur- 
ance fundamentals and programming. Cooperation 
is given eligible associates in their attainment of the 
Chartered Life Underwriter designation. Continu- 
ous personal supervision is given to the training 
progress of all recruits. 


HOUuITABLE 
OF IOWA 


FOUNDED IN 1867 IN DES MOINES 

















WHY 


You should investigate the Opportunity we have to offer— 


The finest Agent’s Contracts available today — We dare comparison. 
You write your own ticket — It’s incentive all the way. : F 
You can, as an Agent, make the Top General Agent's Commission with 
Lifetime renewals — Persistency Bonus that means real money to you. 
Free vacation with all expenses paid — etc. 
It's new—Investigate—Compare—then make your decision. 
Here’s an Illustration of one of our policies — the 


HOME SECURITY PROVIDER 
A real leader in the field of MAXIMUM PROTECTION for each 
PREMIUM DOLLAR PAID 


Age 30 Annual Premium $67.50 
Death In addition to Death Benefit 
Year Benefit Policy provides for 
$10,000.00 * Guaranteed Cash Values 
10 ; 6,600.00 * Paid-up Insurance 
15 4,000.00 * Extended Insurance 
20 and 2,000.00 * Annual Dividends 
thereafter 


WRITES $10,000.00 NON-MEDICALLY 
Interested? Write for details. Territory available in 
Illinois, Michigan and Missouri 


CHARLES H. DAVIS 
Superintendent of Agencies 


Bankeww Mutual Life sn, 
eee 








G. C.. French, 


President wom ormce FREEPORT, ILLINOIS 


An old line mutual legal reserve company 
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“DOOR OPENERS” 


Washington National men have a number of “door openers” which are 
better than gadgets or gags. They are unusual types of coverage, which 
most prospects are interested in hearing about. 


“At last there’s a non-can hospital policy,” is a good “door opener.” 
Who wouldn’t listen to that and want more information? 

“Our non-can monthly income policy does not require house con- 
finement,” is another good way to get a hearing. 


One of the best “door openers” is our single-premium vision im- 
pairment annuity. That’s exclusive, and it’s something that many men 
buy, who thought they had all the insurance they needed. 


Washington National’s line of personal protection has all the stand- 
ard forms of life, accident, health, hospitalization, franchise and group. 
BUT it’s the unusual offerings which give our men that something special 
that gets them in, many times, and out—with an app. 


Full information will be given to qualified persons who are at liberty 
to inquire. 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


EXECUTIVE OFFICES — EVANSTON, ILLINOIS 


H. R. KENDALL, Chairman G. R. KENDALL, President 
J. F. RAMEY, Exec. Vice Pres. and Secy. 











THE NORTHERN LIFE INSURANCE COMPANY 





Provides its Underwriters — 


@ Generous First-year Commissions 

@ Full Renewals to the I5th Year 

@ Group Life-Accident-Health Protection 

@ A Life Income Pension Plan 

@ Prize-winning Sales Helps 

@ A FULL Sales Kit, Including Life, Accident, Health, 
Hospitalization, Group Life, Group A & H, Salary 
Savings 


Managerial Openings in Newly-opened Midwestern Territory. Write 
Direct to Home Office; L. J. Myklebust, 940 Des Moines Bldg., Des 
Moines, lowa. 


NORTHERN LIFE 
INSURANCE COMPANY 


Established 1906 
D. M. MORGAN, President 
Home Office: Northern Life Tower 
Seattle, Washington 
* 


LIFE * ACCIDENT * HEALTH 


Issued together at a substantial saving, 
or separately 














Massachusetts Mutual Raises 
Five to Supervisors 


Massachusetts Mutual has appointed 
five departmental supervisors and a per- 
sonnel assistant. Supervisors are Ray- 
mond L. Burati and Emanuel Tesoro, 
group department; Nathan S. Garrison, 


investment department; William R. 
Hannah, accounting department; and 
Hugh C. Scott, renewal department. 


Ralston B. Stone has been named per- 
sonnel assistant. 

Mr. Burati, an attorney, will supervise 
the group contracts division and be a 
registrar. 

Mr. Tesoro is a graduate accountant. 
He joined the Massachusetts Mutual in 
1933. He will supervise the claim divi- 
sion of the group department. 

Mr. Garrison came with the company 
in 1920 and has worked in the mailing, 
calculation, claim and investment de- 
partments. Mr. Hannah like Mr. Gar- 
rison is an associate of L.O.M.A. 

Mr. Scott joined Massachusetts Mu- 
tual in 1936 and has been a member of 
the renewal department since 1944. 

Mr. Stone joined the mailing depart- 
ment in 1923. He was transferred to 
the policy loan department in 1923 and 
to the personnel department in 1946. He 
is associate of the L.O.M.A. 





Health Record Improves 


The health record in the United 
States for 1950 promises to be better 
than ever before in the country’s his- 
tory, based upon the mortality experi- 
ence for the nine months among Metro- 
politan Life’s industrial policyholders, 
The death rate was 6.4 per 1,000, as 
compared with the previous low record 
of 6.5 per 1,000 for the same period 
last year. The improvement is concen- 
trated among the females with the rate 
for males continuing at last year’s 
figure. 





Francis Now General Agent 


Pacific Mutual Life has appointed Ed- 
ward A. Francis general agent at Stock- 
ton, Cal. He has been with the company 
for five years, for some time as district 
manager at Stockton, which has been 
under the supervision of the Oakland 
general agency. 


Provident Mutual Assigns 
Tipping to Agencies Post 


Provident Mutual has elected Ralp) 
W. Tipping assistant manager of age, 
cies. Mr. Tipping joined the company jp 
1931 at Philadelphia and later took ten. 
porary charge of a number of agencig 
In 1940, he moved to York. Following 
navy service he was appointed gener 
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agent at York in 1947. Last March fg. 
lowing the merger of the York and Hy. 
risburg agencies, he was appointed gen. 
eral agent for central Pennsylvania, 

Mr. Tipping is past president of th 
Harrisburg C.L.U. and York Assn, 
Life Underwriters. His first assignmen 
will take him to the West Coast for ; 
number of months. 


Life Counsel Assn. Gives 
Program for N. Y. Meeting 


Assn. of Life Insurance Counsel ha 
announced the program for its winter 
meeting at the Hotel Roosevelt, Ney 
York City, Dec. 6-7. 

Tuesday afternoon, Barry Oakes, a. 
sistant counsel Bankers Life, will djs. 
cuss delivery of the policy to the in. 
surer as a condition precedent to the 
right to receive the cash _ surrende 
value, effecting a surrender, or changing 
the beneficiary; Lawrence G. Dohert; 
of the legal department of California. 
Western States Life, divorce and policy 
ownership, and John Barker, Jr., vice. 
president and general counsel Ney 
England Mutual, agents and_ the 
practice of law. In the evening there 
will be a reception. 

Wednesday morning, Walter Klem, 
2nd vice-president and associate actuary 
Equitable Society, and Lee M. Gamnill 
assistant general counsel New York 
Life, will discuss strengthening policy 
reserves. The final paper includes 2 
discussion of the problems of war and 
non-peace in life insurance law by 
Robert Dechert, general counsel Pem 
Mutual Life. 


No Change Seen in Tenn. 


NASHVILLE—W ith Governor 
Browning reelected by a large majority, 
no change is foreseen in the department 
of insurance, headed by M. O. Allen a 
commissioner. 
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YRS ER VA TION 


New Influx of NSLI 


That the Korean war has had the ef- 
fect of increasing greatly the amount of 
NSLI taken out by service men is easy 
to imagine and army reports indicate 
that almost every man who gets any- 
where near Korea takes out a policy. A 
recent news release from the Japan re- 
placement training center near Tokyo, 
which presumably processes’ replace- 
ments for the Korean war, indicates 
phenomenal success in getting service 
men to take out NSLI. In this one 
camp, from Aug. 8 through Oct. 10, men 
subscribed to more than $52 million 
worth of this insurance and each man, 
regardless of rank, was being advised 
to carry the maximum of $10,000. 


Risk Concentration 


One official commented the other day 
that his company has $400 million at 
risk under group cover which could 
conceivably be lost in one atomic bomb 
explosion. 





Answer Man Speaker 


Often a speaker on a specialized sub- 
ject such as taxes, wills, or some other 
phase of the business has more appeal 
to an audience than a speaker on some 
general topic. A question-and-answer 
sort of meeting seems to fill the bill 
under these circumstances. A meeting 
of this type can best be arranged by 
collecting the questions several days in 
advance and turning them over to the 


speaker. This gives him time to prepat 
answers on technical questions or 
phases of a problem which may & 
troubling someone in the audience. Ii 
helps the member of the audience t) 
get right to the problem that is bother 
ing him and get his solution, Othe 
phases of the talk may not interes 
him or he may already be up to dat! 
on them. 





Wasting Time at Meetings 


Perhaps the best way to ruin 4 
otherwise good life insurance sales met! 
ing is to spend an hour introduc 
local, state and national bigwigs in # 
sociation activities in the general atmo 
phere of a mutual admiration soci! 
which bores nearly everyone but t 
people being honored or introduced, | 
general agent opines. 

He recently had to undergo almé 
an hour of these introductions when ® 
had paid for a dinner for eight of 
agents to hear a sales talk. He 
very much discouraged. Half of } 
men wanted to leave by the time? 
speaker was introduced. They came! 
hear him. 

The general agent suggested that # 
nual meetings of associations are bet 
for this sort of ceremony or that ¢ 
meeting a year could be set aside # 
this purpose. At all other meetings! 
chairman could get down to  busitt 
then without any wasted effort. 
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0. E. Andersen New L.I.A.M.A. President 
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counsel of Life Insurance Assn. of 
America; Ralph H. Kastner, associate 
general counsel of American Life Con- 
yention and Gordon D., McKinney, 
actuary of National Assn. of Life Un- 


derwriters. : 
That evening there was a reception 
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at which Mr. Weber was host. | 

This was followed by the combination 
companies’ dinner with Orville E. Beal, 
vice-president of Prudential and chair- 
man of the combination companies 
committee acting as toastmaster. The 
speaker was Warren Brown, sports 
columnist of the Chicago Herald Amer- 


ican. 

in E. Miles, in his presidential ad- 
dress, said the agency executive isn’t 
like a motorist on a highway, with di- 
rection signs at every crossroad but is 
more like the captain of a ship at sea. 
He must figure his position from calcu- 
lations he must make every day. The 
association’s service to each depends 
upon the extent to which this service 
helps us meet the problems of agency 
management. 

Mr. Miles, who is vice-president of 
Provident L. & A., declared that one of 
the most pressing problems agency men 
jace today is the need for improving 
their agency organization to meet the 
unavoidable, increasing costs during the 
inflationary period. 

Mr. Miles reported that the new 
building the headquarters staff will lease 
is well underway and that rental costs 
are usually low. A job evaluation study 
is in progress, he said. 


100th Managment School 


“Some very important events are 
coming up soon,” the president reported. 
‘The first school in agency management 
in 1951 will be the 100th school. With a 
record of almost 5,000 graduates, who 
can measure the value of the first 99 
schools to the life insurance business? 

“Another big event coming next year 
is this organization’s entering its 30th 
year. The bureau, predecessor of the 
association, was started in 1922. From 
modest beginning by a few far-sighted 
men, it has earned its way by the value 
of its services.” 

Mr. Miles concluded his address 
with a tribute to the association’s man- 


aging director, John Marshall Hol- 
combe, Jr. 
Wednesday morning, with W. R. 


Jenkins, vice-president of Northwestern 
National Life presiding, there were talks 
by Claude F. Dunfee, president of the 
Life Underwriters Assn. of Canada, 
who brought greetings from that or- 
ganization; R. B. Coolidge, vice-presi- 
dent of Aetna, who talked on super- 


vision of agencies; Ford Munnerlyn, 
vice-president and agency director of 
American General of Houston, who 
discussed the new L.I.A.M.A. selection 
interview blueprint; and J. D. Ander- 
son, agency director of Mid-Continent 
Life of Oklahoma City, who talked on 
diagnosis in training. 


Agency Expense Control Session 
The session closed with a forum on 


agency expense control in which the 
participants were W. Rankin Furey, 
vice-president of Berkshire Life, who 


acted as chairman; M. J. Goldberg, 
agency assistant of Equitable Society; 
Thomas Irvine, actuary of L.I.A.M.A.; 

’ Lyons, 2nd_ vice-president 
Guardian Life; L. S. Morrison, re- 
search consultant of L.I.A.M.A.; E. 
Reginald Muray, agency secretary of 
National Life of Vermont; C. F. B. 
Richardson, associate actuary of Mu- 
tual Life; R. W. Simpkin, agency vice- 
president of Connecticut Mutual. 

That afternoon there were talks by 
John D. Moynahan, president of 
N.A.L.U.; Morton Boyd, president of 
Commonwealth Life; Raymond  C. 
Johnson, agency vice-president of New 
York Life; and Eugene M. Thoré, gen- 
eral counsel of Life Insurance Assn. 
of America. 

The small companies’ dinner was held 
that evening. E. A. Frerichs, agency 
vice-president of Security Mutual Life 
of Nebraska, presided as chairman. The 
speaker was Tom Collins, publicity di- 
rector of City National Bank & Trust 
Co. of Kansas City. 

The closing session Thursday morn- 
ing had W. P. Worthington, president 
of Home Life of New York, presiding. 
The speakers were Brig. Gen, Bonner 
Fellers, who talked on the international 
situation; Vincent B. Coffin, senior vice- 
president of Connecticut Mutual; and 
John Marshall Holcombe, Jr., man- 
aging director of L.I.A.M.A. who urged 
the agency officers to put on a cam- 
paign against inflation through agency 
forces. ; 

A trainers’ conference, held this year 
for the first time, got under way Thurs- 
day afternoon and was scheduled to 
continue Friday morning. 

The 1951 meeting will again be held 
at the Edgewater Beach hotel in Chi- 
cago the week of Nov. 12. 

The U. S. could never win a war 
against Russia on the ground, Brig. Gen. 
Bonner Fellers, former commander un- 
der Gen. Douglas MacArthur, declared. 
Gen. Fellers, now retired, said aerial at- 
tack and full-scale use of a _ psycho- 
logical warfare would be our best hope. 
He said that the world does not under- 
stand the unrest that is prevalent in 
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“QUIT WORRYING, —~ WE'RE INSURED.” 


YUM 


Russia. “Psychologically, the enslaved 
Russians are ripe for revolt,” he de- 
clared. 


Schenley Distillers has obtained a $25 
million loan at 3% for 25 years from 


New York Life, John Hancock, New 
England Mutual, Mutual Life, Reliance 
Life, and Bankers of Iowa. Prepayments 
on the loan begin in 1960 at $1,250,000 
annually, increasing to $2 million an- 
nually in 1969. 





he Friendly Company of Distinction 







N. J. TSCHANTZ 
Canton, Ohio 


* Quality Award Win- 
ners selected yearly 
by The National As- 
sociation of Life Under- 
writers and the Life 
Insurance Agency Man- 
agement Association. 


N. J. Tschantz, General Agent at Canton, Ohio, since 1929 has won 
the Quality Award for six consecutive years. At the present time he is 
President of the Company’s Builders Club, top-ranking group of career 


underwriters. 


Year in and year out since 1935 General Agent A. J. Ullman of 
Salem, Oregon, has earned recognition as one of The Ohio National’s 
leading producers of “Quality” business. 
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A. J. ULLMAN 
Salem, Oregon 











And Now! 


Agent's Contract. 






812 Olive St.—Arcade Bldg. 








A Complete Line of | 


ACCIDENT - SICKNESS and 
HOSPITALIZATION POLICIES 


You can make real money — even in a small town — with our Direct 
Territory open in Ohio, Indiana, Missouri, lowa, 
Arkansas, Louisiana, Mississippi or Kentucky. 


For full information write to J. DeWITT MILLS, Superintendent of Agents 


MUTUAL SAVINGS 


Lat lS SOURIS FIRST WHOLLY MUTUAL LEGAL RESERVE COMPAN> 


In Addition to LIFE 






St. Louis 1, Mo. 
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= Novembe 
War Restriction Problems Preo Actuari Tennessee and one is soon to be a. f— 
ccupy Actuaries nounced for Georgia. Basically the plgyfjor peoP 
(CONTINUED FROM PAGE 1) provides the doctors a voice in fixing , printed 
stimulated schedule of surgical and oh Bble at tl 
: S : Shee ; stetrical fees, in return for whi ison 
and suggested a universal war clause London, as high as 5.96 per 1,000. The cussed their companies’ adaptation of Ppa guarantee service without ail — Pi 
as the best solution. — : latter figures might provide a better in- the deposit administration form of tional charges to insured persons Whose rational | 
In further discussion of war prob- dex to potential losses, particularly for group annuity contract to meet the re- jncomes fall below the plan's incl jpponent: 
lems with special emphasis on under- a company whose business was not quirements of recently negotiated pen- ji mits, jederal 
writing procedure, A. A. Windecker, widely dispersed geographically; but sion plans. These features include a Doctors are permitted to charge ajffylso comt 
Jr., assistant actuary of Prudential, said “we would not be on very sure ground wide range of financing flexibility, gitional fees to persons above the plan's proposals, 
that in seeking protection against war even then since the pattern of war has automatic reduction of pensions already jimit. to whom the benefits bestia F onide fe 
hazards not contemplated in rate struc- changed so materially.” purchased by reason of social security merely an indemnity. It is still too cath an pla 
tures, the insurance companies appeared increases under a plan integrated with 4, evaluate the ultimate place these plan; = char, 


to have four basic choices: (1) Reject 
the applicant if subject to war hazard. 
(2) Issue with a war clause. (3) Ac- 
cept for limited amounts without any 
war clause. (4) Accept with a war 
extra premium. Because of the imprac- 
ticability of the other three methods, 
he concluded that the most logical ap- 
proval was the war exclusion clause, 
with a possible option to pay an extra 
premium for full coverage. Along with 
other speakers, however, he stressed the 
problems of fixing, and collecting from 
policyholders, the proper extra pre- 
miums. 


CIVILIAN RISKS 


E. G. Fassel, actuary of Northwestern 
Mutual, was not in favor of a civilian 
war clause at any time, citing the low 








rate of civilian war deaths in Great 
3ritain during the second world war 


(producing an annual premium of about 
24 cents per $1,000) and the simulta- 
neous decline in death rate from nor- 
mal causes during wars. Instead of a 
civilian exclusion, Mr. Fassel stated 
that if an event such as an atomic 
bombing occurred he would favor the 
immediate imposition of a flat extra 
premium for all new policies at all ages 
across the board. He added that a war 
clause need be applied only in time of 
war to military personnel. 

Walter Tebbetts, vice-president of 
New England Mutual, and J. B. Mabon, 
underwriting executive of the Sun Life 
of Canada, felt that the civilian war 
hazard was greater than indicated by 
the experience in Great Britain during 
the last war. It was pointed out that 
experience in Japan was worse than 
Great Britain and neither would be very 
much of a guide as to what might be 
expected in the future. Mr. Tebbetts 
considered a war clause more practical 
than efforts to use an extra premium for 
the war hazard. 

Mr. Mabon, in presenting data for 
Great Britain, added that while the rate 
of civilian war deaths as a whole was 
low, in the London area alone it was 
1.33 per 1,000, and in one borough of 








LEGAL reserve fraternal 

life insurance society for 
all Lutherans. Thirty-two years 
old — $283,878,841.00 in force. 
Mortality experience 1949 
15.95%. Rate of assets to lia- 
bilities — 109.09%. 


* 


Our representatives’ new con- 
tract, with retirement program, 
has been enthusiastically re- 
ceived by our field force. You, 
too, will be interested. 


* 


Address your letter of inquiry 
to 


THE SUPERINTENDENT OF 
AGENCIES 


LUTHERAN BROTHERHOOD 


LEGAL RESERVE LIFE INSURANCE FOR LUTHERAN 


Herman L. Ekern, President 
608 Second Ave. So., Minneapolis 2, Minnesota 








Cites Extra Premiums 


J. R. Gray, assistant actuary of Can- 
ada Life, quoted $90 per annum per 
$1,000 as his company’s extra premium 
for war hazard in the first war, and $75 
per $1,000 in the second. However, at 
the end of the latter war, 75% of the 
extra. premium owas refunded. He 
stressed the fact that there is no sound 
basis for figuring the correct extra pre- 
mium and that in practice few people 
would pay amounts as large as those 
charged the last time. 

Alton P. Morton, assistant actuary of 
Prudential, discussed just what limiting 
the amounts issued would do: $5,000 or 
$10,000 on top of $10,000 NSLI is about 
the limit of a G.I.’s purse if he has no 
private means. If he has private means, 
or a family who can help him, he can 
get all he wants just by applying to 
two or more companies. 

Discussion of war restrictions was 
closed by B. R. Power, secretary and 
actuary of Canadian Life Officers Assn., 
who gave a summary of company prac- 
tices in Canada. As compared with 18 
companies ‘controlling adverse selection 
by underwriting restrictions, 24 com- 
panies are now using war clauses. How- 
ever, in giving a further breakdown of 
these companies, he emphasized that 
there was a great degree of variation 
in their practices. 


Income Disability Trend 


There appears to be a growing ten- 
dency among U. S. companies to re- 
enter the income disability field. Most 
of the Canadian companies did not 
withdraw from this field during the 
thirties, although they did tighten up 
on administration and rates. Their sub- 
sequent experience has been favorable. 
The modern form seems to be one that 
provides income to age 65 and then 
matures the policy for its face amount 
for disability occurred before age 55. 

Irving Rosenthal, actuary of Guard- 
ian Life, expressed the opinion that in- 
come disability of this type can be is- 
sued safely in conjunction with life in- 
surance where the combined premium 
contains a substantial margin for dis- 
tributable surplus but a company must 
expect heavy claims in depression years. 
Provision therefor should be made in 
good years by accumulating margins 
from adequate disability premiums, and, 
when depression occurs, a reduction in 
normal dividends should give any addi- 
tional help needed. The benefit has to 
be salable to reduce the effects of anti- 
selection. 


Agents Under Social Security 


Many unsolved problems have arisen 
because of the inclusion of “full time 
agents” under the social security law. 
V. E. Henningsen, comptroller of 
Northwestern Mutual, M. A. Linton, 
president of Provident Mutual and J. M. 
Miller, assistant actuary New York Life, 
pointed to the need for clarification of 
a number of problems, among which 
were the status of renewal commissions 
and deferred first year commissions, 
regulations more clearly defining an 
employe and self-employed status, and 
the situation regarding agents after re- 
tirement. 

Because of the diversity of practice 
between companies in the field’ of 
agency compensation, the view was ex- 
pressed that there would be many prob- 
lems to be worked out on an individual 
basis. 

Stanley L. Eisner, chief actuarial as- 
sistant of Prudential, Ray Peterson, as- 
sociate actuary Equitable Society, and 
Ralph Maglathlin of Travelers, dis- 


the federal law, the privilege of trans- 
to another 


ferring unallocated funds 1 
tor 


carrier or trustee, and provision 
handling disability pensions. 

The minimum acceptable contribu- 
tion under negotiated plans calling for 
such a commitment is the amount neces- 
sary to provide pensions as employes 
retire. “Cash-in” provisions in the event 
of transfer of unallocated funds call for 
a 5% liquidation charge. Mr. Peterson 
indicated that some of these features 
were becoming less necessary with the 
increasing interest of unions in sound 
funding and the trend toward nego- 
tiated benefits independent of social se- 
curity. 

“Cooling-Off” Period 

Edward Green, 2nd vice-president of 
John Hancock, stated that in connection 
with the “cash-in” provision his com- 
pany provides for a one-year “cooling- 
off” period during which the transfer of 
funds is held in abeyance. 

f White, assistant actuary of 
Aetna Life, said that his company is 
generally opposed to deposit administra- 
tion contracts and would not write them 
because of absence of guaranteed bene- 
fits and the greater possibility of un- 
sound financing. Aetna applies the con- 
ventional deferred annuity approach but 
recognizes situations where the deposit 
principle can be advantageously used 
through a trust company with insured 
annuities purchased at retirement. 

Dorrance Bronson, actuary of the 
Wyatt Co., also pointed out the funda- 
mental difference in concept between 
deposit administration and deferred an- 
nuities on the conventional form, indi- 
cating that the former made the insur- 
ance company’s role more that of a 
trust company. 


Disability, Sickness, Hospitalization 


The informal discussion of disability, 
sickness and hospitalization plans was 
conducted by J. Henry Smith, associate 
actuary of Equitable Society who em- 
phasized the background and important 
work of the Health Insurance Council. 
Pointing out the strides made by Blue 
Cross and, more lately, Blue Shield, Mr. 
Smith described these organizations as 
having certain advantages over insur- 
ance companies because they are direct- 
ly connected with the hospitals and doc- 
tors involved in the subject of these 
forms of insurance. Consequently, far- 
sighted insurance people about four or 
five years ago began exploring what 
could be done to make effective contacts 
on a broad scale with doctors and hos- 
pitals, and the Health Insurance Council 
was the result. This organization is a 
federation of the major trade associations 
and others dealing in group and individ- 
ual accident and health insurance. 

Siegfried, assistant actuary of 
Metropolitan Life, reviewed hospital ad- 
mission plans in Chicago, Milwaukee 
and elsewhere, explaining how these 
plans aid both hospitals and holders of 
insurance in connection with arrange- 
ments to enter hospitals. He also dis- 
cussed the uniform and simplified hos- 
pital claim form and stressed the im- 
proved understanding between hospitals 
and the insurance industry as a result 
of these activities of the Health Insur- 
ance Council. 

D. Miller, assistant actuary of 
Equitable Society, reviewed the Health 
Insurance Council’s work in cooperation 
with state medical society sponsored 
plans for surgical, obstetrical and, pos- 
sibly, other medical costs insurance. At 
present, plans have been developed in 
Wisconsin, Rhode Island, Maine and 
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will find in the field of medical ecop. 
omies, however, in a little over a Year 
the Tennessee plan has built up an e. 
rollment of about 250,000 individuals, 4; 
least the Health Insurance Council hy 
given the insurance industry a better yp. 
derstanding of the physician’s problem; 
and the physicians a greater knowledg 
of the place and potentialities of the jp. 
surance industry. 





















Survey Widely Accepted oh ith 
A further valuable Product of theBpense cov 
Health Insurance Council is an annugfdependent: 


pense COVE 
age are ve 


publication widely accepted as a survey 
of the A.&H. coverage of various kind 


in force in the United States. J. H. Mi. Bnursing an 
ler, vice-president and actuary of Mop-pexperiment 
arch Life, who has had considerable tofhow, as t 
do with producing these surveys, dis.fbenefits w« 
cussed the growth and improvement ojfreduced in 
insured plans in recent years. He pointe(fderwriting 
out that A. & H. premium income haf Morris 
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nearly doubled in the past four years 
Of the group A.&H. business approx. 
mately 85% is written by life companies 
and of the personal business about 50% 
is so written. He also added that a nun. 
ber of life companies have entered or 
are considering entering the A.&H. field 
and that while this field should not be 
looked upon as a source of large earn 
ings, it is a natural complement to life 
insurance. He expressed the hope that 
increasing experimentation will take 
place to provide the needs of the public 
and the relationship of insurance to 
family and medical economics. 
Albert Pike, Jr., actuary of Life In 
surance Assn. of America, said that 
Benjamin B. Kendrick of the association 
staff had prepared a report, comparing 
and appraising some 42 important fed 
eral proposals intended to make it easier 


FRATERNALS 


Stock U. S. Chamber 
National Councillor 


As president of the National Frater 
nal Congress, John P. Stock, president 
of Maccabees, has been appointed i 
national councillor of the U. S. Chamber 

















































of Commerce. The national councillosf)... fatal: 
keep the chamber informed of the pthBnarked vari 
lems and needs of business men. MU ¢ corvicg 
Stock will serve as chairman of # ye poch 
delegation representing the N.F.C. wiffourt), of th 
will attend annual and special meetingfhoth the U 


of the chamber. He will also be 2 
voting agent of the N.F.C. at the polity 
session of the chamber and will cast th 
N.F.C. vote when directors are elected 
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Best Oct. for Fidelity Assn. 


Fidelity Life Assn. had the most su 
cessful October in its history and th 
best month of the year. October salt 
of ordinary amounted to $651,000, 1 
42%. In the first 10 months new li 
insurance amounted to nearly $5) m 
lion, 








Aid Association Group Elects 


MADISON, WIS.—Carl R. Trueb 
bach, Green Bay, was elected preside 
of the Wisconsin agents group of / 
Assn. for Lutherans at its annual m 
ing here. James Wesnor, Milwaukt 
was named vice-president, and Claret 
Maten, Oshkosh, secretary. 




















Croatian Fraternal Union, Pittsbuls 
and Portuguese Continental Union, 5 
ton, have been licensed in Connecticat 
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in fixing printed copies of this report are avail- 


al and oh [able at the office of the association, 488 
which Ps ison avenue, New York City. 


hout add. 


Vs in ; 
Be 2 jederal cash sickness benefit plan. He 


charge ad.[e,{so commented on various compromise 
- the plan proposals, such as those which would 
ts become —iprovide federal subsidies to various non- 
Il too earlyiprofit plans which grade their subscrip- 
these planfgion charges according to the income 
lical econ. foi the subscribers, as well as proposals 
ver a yeyfto eliminate indigency and to make cer- 
up an enfain medicines available to the public, 
viduals, A:firee of charge. : 
‘ouncil hae Arthur Weaver, director of group re- 
better upfgsearch of John Hancock, traced the de- 
S problensfpvelopment of voluntary health insurance. 
knowledge He stated that the development of our 
of the ingpresent voluntary programs can _ be 
measured from about 1940, with most of 
he growth in the last five years. He 
emphasized the fact that medical ex- 
ct of theBpense coverages, health insurance for 
an annuldependents, laboratory and x-ray ex- 
S a sutveyfpense coverage and polio expense cover- 
ious kindsfage are very new, and that coverage for 
J. H. Mikfnursing and dental care are still in the 
y of Mon-fexperimental stage. Mr. Weaver showed 
iderable tphow, as the coverages developed, the 
rveys, dis benefits were liberalized, premiums were 
yvement ojfreduced in some cases, and certain un- 
He pointe fderwriting restrictions were removed. 
ncome haf Morris Pike, associate actuary John 
four years, Hancock, discussed the importance of 
S approxi-fhospitals in relation to voluntary health 
companiesfinsurance plans. He mentioned the 1947 
about 50%$Hil-Burton hospital construction law, 
hat a num-funder which the federal government will 
entered orfbear one-third of the cost of building 
\.&H. fielifsome 1,000 hospitals, principally in 
uld not beftowns of under 10,000 population. He 
large earn-§stated that, prior to this construction 
lent to lifefplan, there were some 6,000 hospitals in 
hope thatfthe country, one-third of them operated 
will takefby state, city or federal governments. 


the public Report on Aviation Mortality 
surance to 

















































































Se James H. Hoskins, chairman of the 
yt Life In-fcommittee on aviation and actuary of 
said thaffravelers, reported that the mortality 
associatiolfrate of U.S. naval aviators (excluding 
comparingfstudents) for the years 1947-1949 (in- 
ortant fe-Beluding the marine corps for 1948-1949) 
ke it easietfwas 15.0 per 1,000 per annum for age 
_______ groups under 25, 6.8 for ages 25-29, 3.8 
for ages 30-34 and 2.2 for ages 35 and 
J 





over. The rates per 1,000 per annum for 
tudent aviators (including the marine 
orps) for 1946-1949 was 4.7 during ba- 
ic training and 25.7 for advanced train- 
ng. The average period of basic train- 
ng is eight months and that of advanced 
raining four months. 

val Frate-B The corresponding rate for the Royal 
, preside'fCanadian air force pilots for 1946-1949 
»pointed ‘Bvas quoted as 6.2 for ages under 25, 6.9 
3. Chambe to, ages 25-29 and 7.0 for ages 30-39. 


coun hese fatality rates do not show the 
f the es narked variation by age observed in the 
men. “8S. services. 


man Oo! 4 Mr. Hoskins also reported that one- 
v.F.C. whi ourth of the 1950 graduating classes of 
1 meetiNgihoth the U.S. military and naval aca- 
also be Mlemies were commissioned in the U.S. 
the poliiiir force, and approximately 85% of these 
ill cast vould enter fight training. In addition, 
ire elects, of the naval academy graduates 
vere assigned to flight training after 
being commissioned in the navy, and 
Assn. Bother 17% were put on a waiting list 
. most sutgmith future orders for flight training in 
-y and thgthe navy. 

tober salt The safety record of U.S. scheduled 
iflines was slightly more favorable in 
49 than in 1948. However, he said 
hat the passenger death rate for non- 


cheduled airlines was substantially 
igher than the rate for scheduled air- 
lects mes in 1949, 
 Trueb According to F J. McDiarmid, 2nd 
1 presideage'*President of Lincoln National, one 
up of Ai Hoes not have to be an economist to 
nual me talize that the purchasing power of 


Milwaukegroney will be subject to further de- 
d Clarengg‘toration. The avoidance of unemploy- 
ent, the fuller organization of labor, 
nd the history of monetary trends 
ould appear to make any other opinion 
ntenable. If purchasing power should 
€preciate at 1% per year, the 1950 dol- 
pr will be worth about 61 cents 50 years 


Pittsburé 
Jnion, 4 
nnecticat. 


Mr. Pike discussed the proposal for 
Ons Whoy frational health insurance, (termed by its 
; i‘ ponents socialized medicine) and for 


eople to pay their doctors’ bills. from now. If the rate were 2%, it would 
He felt that 
present conditions called for a strong 
reconsideration of increased investment 
in equities—common stocks, real estate 
—as one way of doing something for 
policyholders, probably to the extent of 


be worth about 37 cents. 


10% of total assets. 

S. M. Thompson, treasurer of Manu- 
facturers Life, in discussing appropriate 
limits drew attention to the fact that 
preferred and common stocks constitute 
relatively high risk investments, and the 
problem of coping with sudden and sub- 
stantial depreciation in market values is 
an obvious reason for serious considera- 
tion of maximum limits. He felt that 
limits simply represent a negative or de- 
fensive position taken by a company in 
the interests of financial safety. They 
should never be considered as targets. 
At present, U.S. companies have about 
3% of their assets in stocks, Canadian 
companies about 6% and British com- 
panies’ practice is rather different from 
ours in the ‘valuation of actuarial re- 
serves. Also the British practice is to 
use market values or lower. 


Investment Powers Realigned 


W.-M. Anderson, general manager of 
North American Life, Toronto, said that 
the revision of the investment provisions 
of the federal insurance acts in Canada 
in 1950 has affected a very substantial 
realignment of investment powers of 
Canadian life companies. In reviewing 
the amended provisions he outlined the 
implications which these changes may 
have on investment problems of the 
companies. 

Mr. Anderson referred to the major 
post-war trend of life insurance invest- 
ment in Canada as being in the direction 
of very marked increases in mortgage 
investment and in corporation bonds 
and debentures, together with a signifi- 
cant decline in federal government bond 
holdings. Total holdings of the com- 
panies in stocks percentagewise have 
not increased significantly in the last 
five years. The upward shift of the pro- 
portion of assets invested in mortgages 
has not vet, however, had a significant 
effect upon interest rates. 

D. N. Warters, executive vice-pres- 
ident of the Bankers Life of Des Moines, 
referred to the importance of the huge 
federal debt and its management as im- 
portant factors in influencing interest 
rates. Interest rates now not only de- 
pend on business conditions but on the 
politics of monetary and credit manage- 
ment which influence monetary authori- 
ties to maintain a selected level of in- 
terest rates. The maintenance of bond 
prices above par during the post-war 
period through federal reserve market 
operations has resulted in low long-term 
interest rates. 

Had the money market been free and 
not overshadowed by a huge federal 
debt, the federal reserve would possibly 
have taken stronger deflationary action 
and interest rates would have risen. 
However, as long as inflationary forces 
can be checked by other means it is 
probable that significant increases in 
interest rates will continue to play a 
minor role in any future anti-inflationary 
program. 

It seems likely that the federal debt 
will increase in size and the problem of 
debt management grow in importance 
and it is likely that the policy of sup- 
porting the government bond market at 
near or above par levels will continue 
for some time into the near future. Such 
a support policy will be one of the 
primary factors in keeping long term 
interest rates at approximately present 
levels. 

R. C. Barnsley, associate actuary 
Great-West Life, expressed the opinion 
that it was questionable whether the 
possibility of stocks providing a hedge 
against inflation should materially in- 
fluence a company’s investment policy 
unless the company feels that common 
stocks in themselves are a good invest- 
ment. If it is considered desirable to 
protect against inflationary trends, an 
amount covering the expenses of opera- 
tion might be assumed as an appropriate 
measure of the investment in equities. 













Ray D. Murphy, executive vice-pres- ing. 
ident of Equitable Society, reminded the 
members about the international con- 
gress of actuaries, to be held in Holland 
June 7-13, 1951, and urged those who 
plan to attend to arrange their steam- 
ship passage early. 

There were 420 on hand for the meet- 


The address of E. M. McConney, 
president of the society and of Bankers 
Life of Iowa, was reported in last 
week’s issue, as were the formal papers 
presented. 

Thirty-one fellows and twenty-six as- 
sociates were admitted to membership. 
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“Sure, Earl, all engaged couples are good prospects to interview for 
| hed 


more insurance — but not when they’re in a parked car! 


Bankerslifemen Are Helpful 
to Each Other 


Bankerslifemen like to be helpful to their compatriots . 
they don’t wait until one is in trouble like the illustration shows 
to offer their help. 


.. and 


This feeling of mutual helpfulness is instilled in typical 
Bankerslifemen right from their earliest days in their agency 
offices. It is developed and fostered through the home office 
conducted schools which carry them through their first three 
years in the business. By that time it is so thoroughly instilled 
that it is naturally continued. 


This cooperative spirit is just one of the characteristics that 
makes the typical Bankerslifeman the kind of life underwriter 
you like to know as a friend, fellow worker or competitor. 


Bankers /2/e CoMPANY 


DES / MOINES 











Wuy ULLICO BECOMES ANOTHER 
$300,000,000 COMPANY 


IT'S UNDERSTANDING 


The Union Labor Life understands the heart-felt hopes of its prospects. It 
deals with the American wage earner whose problems have been the special 
concern of our Company. 

This understanding is basic to ULLICO’s recent passing of $300,000,000 
Insurance in Force. 

And when an insurance company specializes within a certain sphere of 
activity there is extra incentive to agency affiliation. 


te UNION LABOR 


pes? Life Insurance Company 
570 Lexington Avenue, New York 22, N. Y. 
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Stephenson at St. Louis 
Gilbert T. Stephenson, director of the 
trust department graduate school of 
American Bankers Assn., described the 
growth of life insurance trusts in a 
talk to St. Louis Life Insurance & 


Trust Council. 
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Employe Annuity, Trust Rulings Made 


(CONTINUED FROM PAGE 3) 





empt under section 165(A). 
ruling the employe’s income for the year 
in which the contract is distributed to 
him is required to include “its then en- 
tire net value less any portion thereof 
which could not, under any circum- 
stances, be used for continued insurance 
under an insurance contract,” called “de- 
ferrable portion”, and less “any prior 
employe contributions applicable to the 
non-deferrable portion of the net value”, 
called ‘“‘employe’s basis on distribution,” 
in accordance with general rules of mim. 


6461. 
The “entire net value” of a contract 
at time of distribution, PS 66 says, will 


generally be considered ‘“‘the net amount 
which would be payable upon its sur- 
render immediately after the distribution 
if there were no special restriction on 
such surrender or amount payable. Gen- 
erally the cash surrender value includes 
dividends, similar credits, accumulations 
thereof, interest thereon, and value of 
dividend additions, minus loans and ac- 
crued interest on the latter. Where the 
last premium paid covers a period ex- 
tending beyond date of distribution, its 
net value at time of distribution may be 
computed as if the contract were distri- 
buted at end of such period. 

The ruling says the most common case 
is distribution of a typical endowment 
or income endowment, retirement endow- 
ment or retirement income policy where 
two conditions it describes as followed 
are both satisfied: 


Reinstatement Provisions 


“(A) ithe contract either (1) is in full 
force in premium-paying form with typ- 
ical non-forfeiture options of reduced 
paid-up endowment insurance and of 
paid-up “extended” term insurance (not 
extending beyond maturity date, with 
accompanying pure endowment if such 
term insurance extends to maturity date) 
in case of discontinuance of premium 
payments, or (2) contains provisions for 
reinstatement to full force in premium- 
paying form with such options. 

“Pure endowment” means an amount 
payable on the maturity date only if the 
insured is then alive. 

“(B) the contract does not contain 
any provisions or options for converting 
it to, exchanging it for, or continuing 
it in any form of insurance other than 
as indicated above.” 

There is no “deferrable portion” of 
net value in cases described in above 
three paragraphs “if there would be no 
pure endowment provided in conjunction 
with paid-up extended term option which 
could be elected after distribution, the 
ruling says, or if the contract is in such 
form without accompanying pure 
endowment when distributed. 

“Otherwise,” PS 66 continues, ‘‘the ‘de- 
ferrable portion’ of the net value is the 
value of the smallest pure endowment 
which would be provided in ‘conjunction 


‘with any of the non-forfeiture options. 


This is generally, but not always, the 
value of the pure endowment provided 
in conjunction with the paid-up extended 
term insurance which could be elected 
after distribution (or which does ac- 
company such term form when the con- 
tract is distributed). 


How to Compute, Pure Endowment Value 


“The value of a pure endowment is 
the product of its amount multiplied by 
the probability of the insured surviving 
to the maturity date multiplied by the 
present value factor which discounts for 
compound interest to such date, which 
should be computed on a basis consistent 
with the basis of the extended term pro- 
vision in the contract.” 

In case ithe contract does not have ex- 
tended term option or form, but the case 
is otherwise like that described in con- 
ditions (A) and (B), the above rules also 
apply, “but where there is a deferrable 
portion of the net value it is determined 
on the basis of mortality and interest 
rates which are reasonably consistent 
with the basis of gross premiums under 
the contract.” 

However, if the contract is in typical 
reduced paid-up endowment form when 
distributed and contains no provision or 
option for reinstatement in premium- 
paying form or conversion, exchange or 
continuance to or in any other form, the 
“deferrable portion” of net value is the 
value of the pure endowment portion of 
paid-up endowment. 

In case the contract distributed is a 
typical whole life form, or contains pro- 
vision for conversion to or exchanging 
for such form, there is no “deferrable 
portion” of its net value. 


Disregard Exercise Limitations 


In determining whether various condi- 
tions indicated above are satisfied, PS 66 
says, an option or contract provision 
must be fully taken into account, with- 
out regard to limitations on its exercise, 
unless their exercise is subject to trus- 
tee’s consent. 

In the latter case, granting of such 
consent must be considered as distribu- 
tion of any remaining non-deferrable 
value at time trustee gives consent. 

“On the other hand,” says ‘the ruling, 
“options or provisions in the contract 
may be disregarded if, incident to the 
distribution, they have been irrevocably 
eliminated” or while their exercise is 
subject to trustee’s consent. Mere prac- 


Under thistice of insurer to permit conversions, ex- 


changes or continuances in other forms 
without provision or option in contract 
“may be disregarded,” it is stated. 

Where there is no deferrable portion 
of net value of contract upon distribu- 
tion, PS 66 provides, the ‘“employe’s basis 
on distribution” is the total of all his 
prior contributions applicable to such 
net value (exclusive of contributions ap- 
plicable to prior protection). here 
there is some deferrable portion of net 
value, the “employe’s basis on distribu- 
tion” is “that proportion of such prior 
contributions as the non-deferrable por- 
tion bears to the entire net value.” 


Application of Contributions 


For these purposes, employe contribu- 
tions in each prior year are considered 
applicable first to provide current pro- 
tection for net amount at risk during 
the period for which premiums were paid 
in such year, so that only excess of em- 
ploye contributions in a prior year over 
cost of such protection may be con- 
sidered as applicable to net value of 
contract unless trust agreement or plan 
expressly provides for other application 
of employe contributions. 

If a loan by trustee to or for benefit 
of an employe under a contract of in- 
terest on loan is cancelled, the cancelled 
amount must be included in employe’s 
income for the year of cancellation ‘“in- 
dependently of and in addition to any 
other amounts required to be included in 
his income even if the indebtedness to 
the trustee was secured by a contract 
before distribution thereof and is re- 
placed upon distribution by an equiva- 
lent indebtedness to some other lender 
secured by the contract.” 

Entire net value of insurance contract 
distributed to an employe by trustee 
must be included in employe’s income 
on his tax return for year of distribu- 
tion “except to ‘the extent of any portion 
which is clearly shown not to be so in- 


cludible in accordance with foregoing 
rules,” PS 66 provides. 
Such showing must include adequate 


evidence of absence or elimination of 
provisions or options whereby the con- 
tract could be continued as or converted 
to insurance or a larger portion of its 
value applied for continued insurance 
and computation of any ‘“deferrable por- 
tion” and “employe’s basis on distribu- 
tion” in accordance with such rules. 


Must Report All Amounts 


All amounts required to be included in 
income as described above must be re- 
ported by trustee on forms 1099 and 
1096 where amounts aggregate $600 or 
more with respect to employe or benefi- 
ciary for any calendar year after 1947 
and subject to other limits for a calendar 
year before 1948, as provided in regula- 
tion 111. Computations of amounts of 
entire net values of contracts at time 
of distribution and of deferrable portions 
thereof generally may be obtained from 
insurers, PS 66 concludes. 

PS 64 deals with a trusteed pension 
plan established by “M company” under 
a union contract which requires the plan 
to be maintained without change five 
years and then it may be modified in ac- 
cordance with a contract then to be re- 
negotiated. All company employes com- 
pensated on an hourly wage basis are 
covered under the plan, which provides 
for $100 per month benefit without social 
security offset, commencing retirement 
at age 65, for those who have completed 
25 years’ service and with proportionate 
benefits for those completing from 15 to 
25 years of service. Entire cost of the 
plan is funded by company contributions 
equal to fixed percentage of wages paid 
participating employes. 

A company officer certified actuarial 
computations prepared indicate that ex- 
pected contributions during the first five 
years will be not less than full costs of 
prospective pensions during that period, 
nor less than normal costs plus interest 
accruing on unfunded past service costs 
for all employes under the plan during 
that period. It was also certified that 
methods and assumptions used in such 
computations and results thereof were 
accepted by M company as reasonable. 


Is a Permanent Program 


The question was whether the plan 
would qualify under section 165(A), dis- 
cussing the requirement of regulation 
111 that a qualified plan must be perma- 
nent. PS 64 observes that in this case 
the company union contract terminates 
in five years, but that the plan itself 
does not provide for cessation at the end 
of that time. The ruling therefore holds 
that “as far as can be determined at the 
inception of the plan it is intended as a 
permanent program” within the purview 
of the section. 

Regarding “definiteness” of the plan, 
PS 64 refers to the actuarial computation 
and says the plan is similar to other 
plans in that it may be changed or 
terminated. 

Accordingly, ‘the opinion is expressed 
that the ‘“‘definiteness” of the M company 
plan is not adversely affected merely 
because it provides for a fixed benefit 
and a stated rate of contributions. ‘This 
determination, however,’ PS 64 warns, 
“is not to be taken as an indication that 
the bureau of internal revenue is in any 


= 
way passing on the actuarial sound 
of the plan or o nthe reasonableness 
the actuarial computations.” at 
The plan is found to meet regquip 
ments of section 165(A), i 
forming part of it i 


ion 
r On the 
fixed benefits without reference to t, 
contributions and on the aSsumptic, 
that the plan will be continued beyoni 
the five year contract period.” 7 





Munnerlyn Goes All Out 


for New Interview Guide 
(CONTINUED FROM PAGE 3) 


it is the job of the home office agen, 
department to become thoroughly {, 
miliar with this new tool before intr 
ducing it to field management. The 
we should show our managers how y 
use it and sell it to them and then dg 
with them until they become famif:, 
with its use. 


Biggest Gain Through Judgment 


“The only way in which we can mak 
sizable improvements on the positiy 
side of selection is through the map. 
ager’s judgment. Helping him in th 
exercise of that judgment is therefor 
a primary home office responsibility, 

“T want to say again that althoug: 
our experience with the Selection |p. 
terview Blueprint has been limited, | 
for one, am convinced that the agency 
management association has hit anothe 
home run, and for our company and fy 
me personally, the association has 2. 
ready broken Babe Ruth’s home my 
record. I predict that this new Selectioy 
Interview Blueprint is going to be, 
real step forward in helping our man. 
agers answer the age-old question: |; 
this the man for me? If this new sele. 
tion device improves our recruiting and 
selection efficiency only a small percent, 
and I am sure it will do much more 
then the association has saved the con- 
panies represented in this room no 
thousands, not hundreds of thousand, 
but millions of dollars. It has. saved 
our managers and general agents count 
less hours of trying to train men who 
never should have entered the busines, 
More than that, as the quality of ou 
field underwriters improves, we will do 
a much better job of distributing li 
insurance to the public.” 

Mr. Munnerlyn paid a warm tribute 
to Dr. S. Rains Wallace, L.I.A.M.A. é 
rector of research, for his work. 








Gordon Milliman Joins Wash. 
Department as Deputy 


Gordon Milliman has _ joined tk 
Washington insurance department af 
assistant deputy commissioner with th 
primary duty of statement analyst. 

Mr. Milliman was formerly wit 
Wendell Milliman as consulting actuary 
at Seattle. Prior to that he was wit 
Occidental Life in the pension trust atl 
group annuity division of the actuarud 
department. 

He is a son of the late Professor Mil 
liman of the University of Washingtow 





Likes Fla. Investments 


Fields for investment in Florida pr 
sent a bright picture, said Vice-presidet 
George F. B. Smith, Connecticut Mu 
tual Life, who was in Miami recent] 
for a meeting with the Frank R. Ande: 
son agency there. “The company! 
investment holdings here indicate of 
confidence in the financial future ° 
Florida,’ Mr. Smith declared. 


Proposes Ariz. Life, Trust Group 
E. Martin Larsen, trust officer of Fit 
National Bank of Arizona, proposed 
organization of a Phoenix Life Inst 
ance and Trust Council at a meetil 
of Arizona Life Underwriters Assn. 
Phoenix. 
Ted Meiger, Northwestern Mut 
spoke on time control and one CL 
designation was presented. 
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... but there was a spectal warmth in Jom Weston’ heart 


’ wAS a perfect day for Thanksgiving. 
The frost was on the pumpkin, the last 
flights of ducks were headed South and, 
although the outer world was troubled, 
there was serenity there in the countryside. 


Tom Weston stood by his mailbox, 
smoking his pipe, now and then glancing 
down the road in the direction of the vil- 
lage. He wondered whether or not the old 
village taxi would roll by before his wife 
called him in for Thanksgiving dinner. He 
had watched for it every Thanksgiving 
since Mr. Peters died, and every Thanks- 
giving it had passed, carrying the Peters 
family back to the old homestead. While 
he waited, Tom’s thoughts turned back to 
the year Mr. Peters died. 


_ 
‘ee - 


That was the year everybody wondered 
how Mrs. Peters would manage. She would 
sell their small grain and feed business, 
some people said, but that wouldn’t take 
care of her for very long. She might have 
some savings, others said, but they 
couldn’t be too large because Mr. Peters 
had always made friends faster than he 
made dollars. Or she could sell the little 
old house up the road—and leave behind 
the happy memories that lived in every 
room. 


Tom Weston recalled how he had smiled 
to himself while all this speculation was 
going on. He knew that Mr. Peters’ easy- 
going nature had had its determined side. 
He knew, because as New York Life agent, 





he had helped Mr. Peters plan his insur- 
ance for the future—an easy-going future 
if he lived and a safe and sure future for 
Mrs. Peters if he died. 


Tom’s thoughts were interrupted by the 
taxi and by the happy greetings of its 
occupants as they drove along the road. 
He grinned and waved to them. Yes, Mrs. 
Peters was still the center of the family, 
the little old house was still the place where 
the family gathered on Thanksgiving. 


Tom Weston wore a big smile as he went 
into his house. Now he was ready for 
Thanksgiving dinner. 


NEW YORK LIFE INSURANCE COMPANY 
61 Madison Avenue, New York 10, N. Y. 
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